








DOUBLE DUTY DOLLARS 


To life insurance companies, as trustees of the 
funds of some 65 million men and women who 
through their policies are building financial inde- 
pendence, the present situation offers both a respon- 
sibility and an opportunity. For there can be no 
security for policyholders unless the nation is secure; 
and the funds which the life insurance companies 
have to invest can make a direct and major contri- 


bution to this paramount security. 


We, of The Equitable, are giving to the national 
defense program the fullest measure of support consistent with the obligation we 
have to our policyholders. The creation of security for the individual is the pri- 
mary purpose of life insurance. By upholding this security, so essential to morale, 
we believe that, equally with any investments we may make, we will be strengthen- 


ing America. 


Everything we do now will be in the interests of national defense. The dollars 
that we receive from policyholders, or from prospects for life insurance, will do dou- 
‘ble duty in this emergency, and we should all have great satisfaction that our busi- 


ness is coming gradually to be more appreciated as a factor in providing the 
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elements of defense of which we are in need. 
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A milestone at which we are grateful for the 
steadfast confidence and good will that mark day- 
by-day relations between policyholders, field force 


An anniversary in which we are striving to be 





worthy of continued leadership as one of America’s 
oldest and strongest life insurance companies. 
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BLUE RIBBON 


PLAN 


and home office staff. a Is just one of the new sales kits de- 
signed to meet today’s market and bring 


greater earnings to Oslico field men. 


Featuring Accident—-Health—Life and 


Hospitalization these Kits put Oslico 
Men—Out Front. 


THE OHIO STATE LIFE 
INSURANCE COMPANY 
Columbus, Ohio 














AMERICAN 
YOUTH 


GIRARD LIFE 


INSURANCE COMPANY OF PHILADELPHIA 
Opposite Independence Hall 





( a hope of the world today lies in the youth of America. 
Its inheritance must be preserved, its ideals developed as the leaven for a restored 
civilization to follow the war holocaust of the old world. On the strength of 
American character will rest the solution to the problem of world readjustments 
for a finer future for the citizens of all nations. 


Throughout its organization the Girard Life Insurance Company has dedicated 
itself to the task of presenting some of these ideals to its friends and clients, in the 
hope that the youth of this country will continue to have and to hold a well balanced 
philosophy of life as they enter the stage for their part in the drama of history. 
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Commissioners 
Assail Non-Admitted 
Problem Spiritedly 


State Officials in Mood to 
Take Concerted Action— 
Oppose Exceptions 


The insurance commissioners at their 
Detroit convention exhibited a firm de- 
termination to do something about the 
problem of non-admitted insurance 


operations. This has been a_ perennial 
subject for years at commissioners 
meetings; individual commissioners 


have expressed the greatest indionation 
and have tried to arouse the association 
to concerted action but without much 
effect. Now, however, there seems to 
be a unanimous spirit to act. 

For one thing there is the increasing 
threat that the non-admitted insurance 
evil might provide the advocates of fed- 
eral control with the opportunity 
quickly to gain their objective to a con- 
siderable degree on the theory that this 
is one situation that the states are 
unable to control and thus securing 
enactment of measures similar to the 
Hobbs bills or the Patman bill. 


Commissioners Are Annoyed 


For another thing, the individual 

commissioners are expressing the great- 
est annoyance because of the demands 
that are being made upon their time by 
claimants against non-admitted accident 
and health companies that specialize in 
the sale of restricted forms of policies 
among the low income population 
group. 
_ At a committee meeting on the sub- 
ject over which Lucas of Missouri pre- 
sided, each of the commissioners in the 
room testified to a similar experience 
along this line. Some of the commis- 
sioners attribute the great increase in 
such calls upon their time to the sale 
of individual hospital policies. Mr. 
Lucas remarked that in 99 cases out of 
100, the insurance company is abiding 
by the terms of its contract in denying 
liability, but the fact remains that the 
claimant does not understand the limit- 
ations of the contract and he said that 
these policies serve no public good. He 
mentioned, for instance, a contract that 
Days 50 cents a day while the assured 
is hospitalized, commencing on the 
fourth day after the person is in the 
hospital. This sells for a premium of 
$1 a month. 


Against Any Exceptions 


Blackall of Connecticut at a commit- 
tee meeting to consider various aspects 
of accident and health insurance for the 
low income group, said that an increas- 
ing amount of his time is being taken 
by such claimants, to such an extent 
that important work suffers. 

Most of the commissioners who ex- 
Pressed an opinion were quite strong 

(CONTINUED ON PAGE 12) 


Ohio National 
Takes First Move 
in Mutualization 


Steps have now been taken by the 
directors of Ohio National Life of Cin- 
cinnati to carry out a program of mu- 
tualization. Directors voted to recom- 
mend such a program to stockholders 
and policyholders. 

President T. W. Appleby stated that 
the management for many years has 
felt that the purpose of capital stock 
investment was to give the company an 
anchorage in its beginning. That pur- 





T. W. APPLEBY 


pose has now been served, he stated, 
and it is to the interests of its policy- 
holders that the stock be retired and 
the company mutualized over a period 
of years. Mr. Appleby stated that the 
first retirement of a portion of the stock 
would take place on or about Jan. 1, 
1942. 

The Ohio National stock has been 
quoted lately at from $25.50 to $27,50. 
It has been paying a dividend to stock- 
holders of $1.25 per share since 1937. 
The par value of the shares is $10. Cap- 
ital amounts to $828,580 and net surplus 
is $1,200,000. As at Dec. 31, there was 
a reserve for fluctuation of real estate 
mortgages and other contingencies of 
774,739. The assets were $55,302,345. 
Total income in 1940, including $4,582,- 
013 of assets received through reinsur- 
ance of Columbia Life of Cincinnati, 
amounted to $14,193,627 and total dis- 
bursements were $7,182,724. Insurance 
in force amounted to $216,644,428. 

An executive committee meeting will 
be held June 27, at which time a date 
will be set for a stockholders’ meeting to 
act upon the proposal. Under the new 
Ohio law which recently went into ef- 
fect, mutualization must be approved by 
directors and a majority of stockholders 
and voting policyholders. The move is 
a logical step for Ohio National since an 
increasingly large percentage of its busi- 
ness is on the participating plan. About 
one-fourth of the company’s $216,644,- 
428 business in force is on a par basis 
and a much larger share of the new 
business is participating. On April 1 


Life Sales Are Up 
5.5 Percent in May 


All Classes Show Satis- 
factory Gains—Ordinary 
Increases 4.5 Percent 


NEW YORK—New life sales for 
May showed an increase of 5.5 percent 
according to the Life Insurance Presi- 
dents Association. The five month total 
is ahead 1.7 percent. 

All classes contributed to the May in- 
crease. New ordinary insurance amounted 
to $458,872,000 against $438,951,000, up 
4.5 percent; industrial $151,391,000 com- 
pared to $141,922,000, a 6.7 percent in- 
crease; group $49,812, 000 against $44,- 
869,000, an 11 percent gain. All business 
amounted to $660,075,000 compared to 
$625,742,000 for May, 1940. 

For the first five months, new busi- 
ness of all classes was $3,131,121,000 
against $3,079,127,000. New ordinary 
amounted to  $2,197,042,000 against 
$2,129,619,000, a 3.2 percent gain. In- 
dustrial was $710,455,000 against $654,- 
656,000, up 8.5 percent. Group totaled 
$223,624,000 compared to $294,852,000, 
24.2 percent, a decrease. 

Monthly ordinary totals are: 


ne. 
Month 1940 1941 % 
January ..$ 404,723,000 $ 410,922,000 1.5 
February... 397,891,000 408,953,000 2.8 
March .... 439,506,000 455,226,000 3.6 
EE 4:4 448,548,000 463,069,000 3.2 
MRT Falacd a «a 438,951,000 458,872,000 4.5 
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$2,129,619,000 $2,197,042,000 
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RESEARCH BUREAU FIGURES 
The Sales Research Bureau estimates 


that ordinary production in May 
amounted to $604,162,000, an increase 
over May, 1940, of 5 percent. For the 


first five months the bureau estimates 
production at $2,859,901,000 or 4 percent 
better than the sales for the parallel 
period of 1940. 








of this year, a 3 percent reserve basis 
was adopted and all business was placed 
on a par basis with the exception of two 
policies. 

Ohio National was organized in 1909 
with an authorized capital of $100,000, 
which was immediately increased to 
$500,000. By the end of 1924, all of this 
had been paid in. In 1929, the author- 
ized capital was increased to $1,000,000, 
and $326,785 additional capital was paid 
in and $735,266 placed in surplus ac- 
count. Capital has stood at a maximum 
of $828,580 for a number of years. 

Dividends to stockholders in recent 
years have been maintained at 12% per- 
cent, being limited to earnings on non- 
participating business and ¥% of the mor- 
tality savings on participating. 

At the recent session of the Ohio leg- 
islature the former law was amended 
pertaining to mutualization of stock 
companies and a number of new sec- 
tions were enacted. The most impor- 
tant new provisions consisted of out- 
lining the rights of dissenting stock- 
holders. It provides a detailed procedure 
and apparently it prevents a stockholder 
from sitting tight and creating an inter- 
minable nuisance value. The problem 
of dissenting stockholders is one of the 
most important questions that has to be 


Big Life Company 
Set for Shift fo 
)1-2 Percent Jan. 1 


Interest Among Others 
Indicates Trend May 
Be General 


One of the largest life companies has 
decided to go on a 2% percent reserve 
basis for new business on Jan. 1, 1942, 
its actuary revealed during the informal 
discussion period of the Actuarial So- 
ciety’s recent meeting. Naturally, this 
action would depend on the consent of 
the commissioners in the states in which 
the company operates. It is believed, 
however, that there would be no great 
difficulty in getting approval in most 
states, although there may be jurisdic- 
tions in which it will be necessary to 
use special nonforfeiture provisions in 
policies issued for delivery in certain 
states. 

No other company’s representatives 
came out with any such definite infor- 
mation at the meeting but many com- 
panies have been seriously considering 
the change and have held up their de- 
cisions mainly on account of impending 
changes in the laws governing nonfor- 
feiture provisions. Unless these stat- 
utes are drawn with sufficient lattitude 
companies changing to a 2% percent 
valuation basis might find the benefits 
of this conservative move largely offset 
by increased potential demands for cash 
and loan values resulting from the 
greater amount of reserve per policy. 

Low interest rates, of course, are 
what is back of the sentiment for 
switching to a lower reserve basis. With 
interest rates as they are, a 3 percent 
reserve basis is roughly equivalent to a 
5 percent basis 15 years ago. An in- 
creased amount of talk is being heard 
about eliminating the guarantee on the 
interest option, particularly on funds 
which are subject to withdrawal. Where 
money is subject to withdrawal on de- 
mand there is need for greater liquidity 
in investments and consequently a lower 
interest rate is earned than where the 
money cannot be pulled out whenever 
the beneficiary happens to want it. 








taken into consideration in any mutual- 
ization program. Some of the old east- 
ern companies that mutualized many 
years ago still have a few stockholders, 
to the chagrin of the management. Un- 
der the new Ohio law the rights of 
stockholders appear to be definitely set 
forth, but they must sell their shares 
after the procedure specified has been 
completed. 

President Appleby states that the 
steadily decreasing interest rates on in- 
vestments make this move a protective 
one for the interests of policyholders, 
as well as giving them a greater interest 
in the operation and earning capacity 
of the company, 
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Dividend Scales, Interest 


Rates for 1941 


By W. J. ISAAC 


Thirty-nine companies have changed 
or announced dividend scale changes in 
1941. Only four of such changes gen- 
erally increased the scale of payments 
to policyholders. Ten others revised or 
adjusted their old schedules which gen- 
erally resulted in increased payments on 
some plans at some ages but for the 
most part gave a decrease. The others 
reduced the dividend scales almost in 


Year 
Div. Yr. Scale 
Begins 


Apr..1 


Company 

Acacia Mutual, 3%. 
Acacia Mut., 3%%.. 
Aetna Li 
Amer. 
Amer. 
Amer. 
Amer. 
Amer. 
Amer. 
Atlantic, 

Balt. Life, 3% 

Balt. Life 3%%.... 
Bankers, Life, Ia... 
Bankers Life, Neb.. 
Bankers National.. 


Jan. 
Citizens, O.. Jan. 
Farm. Mut.. 


Home, Kan.. 


Beneficial ......... « 
Berkshire 

Boston Mutual 
Calif.-Westn. States . 
Canada Life........ < 
Central Assur., O... . 
Central Life, Ia.... 
Central Life, Ill.... 
Central Life, Kan.. 
Columbia Mutual.. 
Columbus Mutual.. 
Confederation, Can. 
Conn. General 

Conn. Mutual 


Continental Amer.. 
Continental Assur.. 
Country Life... 
Crown Life 
Dominion Life, Can. 
Empire State Mut.. 
Equitable Society... 
Equitable, Canada.. 
Equitable, Ia., 34% 
Equitable, Ia. 3%.. 
Excelsior, 
Eexpressmen’s Mut.. 
Farm Bureau...... 
Farmers Union, Ia. 
Federal Life, Ill... 
Fidelity Mutual.... 
Fidelity Union..... 


General American.. 
yeorge Washington. 


Great Amer., Tex.. 
Great Lakes Life... 
Great Northwest... 
Great Southern.... 
Great-West L., Can. 
Guarantee Mut.... 
yuaranty Income... 
Guardian Life, N. Y. 


Home Life, N. Y... 
Imperial Life, Can. 
Indianapolis ....... 
Jefferson Standard. 
John Hancock 
Kentucky ‘ 
La Fayette Life.... 
Liberty Life, Kan. 
Lincoln Liberty.... 
Lincoln National... 
London Life, Can.. 
Loyal Protective... 
Lutheran Mutual... 
Manhattan, 3%..... 
Manhattan, 3%%.. 
Manhattan Mutual. 
Manufacturers, Can. 
Maryland Life 
Mass, Mutual....... . 
Metropolitan May 
Midland Mut., § . July 
Midland Mut., 3 
Midwest Life 
Minnesota Mutual.. 
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Jan. 
July 


—_ 


Present Interest Rate 
c——Payable on——_, 


Div. 
Adopted Accu. 
3.75 
*G. rate *G. rate *G. rate 
3.50 3.50 


4.00 


4.00 


3.00 
*G. rate 


3.50 3 
§G. rate §G. 
4.25 


their entirety. : : 

For 1941, 24 companies are paying on 
schedules adopted in 1937, 15 on.sched- 
ules adopted in 1938, 23 on those scales 
first effective in 1939 and 19 on 1940 
basic schedules. It is noted also that 
31 companies are still using scales 
adopted prior to 1937. Some companies 
may have made minor changes in the 
basic schedule as shown adopted in any 
certain year. 

Lower interest earnings are generally 


Policy Proceeds 
: Non- 
With- With- 
draw- draw- 
able able 
3.75 3.75 


Company 

Modern Tilfe.¢<i02s:s\ 
Monarch Life, Can. 
Monarch Life, Mass. 
3.50 Mutual Benefit..... 
Not available Mutual Life, Can... 
3.50 .50 | Mutual Life, N. Y.. 
3.75 4 Mutual Trust. ..... 
Not available Natl. Guardian..... 

3.50 National Life, Can. 
National Life, Ia... 
National Life, Vt... 
National Masonic... 
New Eng. Mutual.. 
New York Life.... 
No. Amer. Life & C. 
No. Amer. Life, Can. 


Northern L., Wash. 
.rate G.rate 
Northwestern Natl. 
Occidental Life, Cal. 
Ohio National 
Ohio State, . 
Ohio State, 3%%.. 
Oregon Mutual..... 
Pacific Mutual..... 
Pacific Northwest.. 
Penn Mutual 
Philadelphia 


4.00 
Not available 
Not available 
5 


Pilot Life é 
Policyholders Natl. 
Presbyterian Min... 
Protective Life, Ala. 
Provident Mutual.. 
Prudential Ins., N. J. 
Reliance 

Reliance Mutual... 
Republic National.. 
St.. Louis Mut 
Sauveguarde, Can.. 
Sav. Bank L., Mass. 
Sav. Bank L., N. 
Scranton 


Security Life & Tr. 
Security Mut., Neb. 
Security Mut., N. Y. 
Service Life 
Shenandoah 
Southland 

State Farm... 
State Life 


*G: 


Sun Life, Md 
Texas State 


Union Labor 


United Life, Kan... 
United States Govt. 
Victory Life, Kan.. 


Western Mut., N. D. 
Western Reserve... 
Wisconsin Life...., 


rently being paid. 


3.5 3.5 
.rate G. rate 





3.50 


Div, Yr; 


Northern Life, Can. . 


Northwestern Mut.. . 


Phoenix Mutual.... - 


Security L. & A... 


Teachers Ins. & A. . 


Union Central..... 3 


Union Mutual...... “ 


West Coast Life... ; 
Western Life, Mont. . 


reflected in the rate of interest now 
being paid on dividend accumulations 
and policy proceeds. Whereas in many 
years the majority of the companies 
would pay excess interest, now 24 are 
paying only the guaranteed rate and only 
27 are paying above 3.5 percent. 

The accompanying table was compiled 
from the Unique Manual-Digest, pub- 
lished by THe NATIONAL UNDERWRITER. 

Dividend data for the various com- 
panies follow: 

Present Interest Rate 


c——Payable on——_, 
Policy —— 


With- 
draw- 
able 


Year 

Scale Div. 
Begins Adopted Accu. able 
June 1 

Jan. 1 

Jan. 
Jan. 
Jan. 
Jan. 
May 
Jan. 
Mar. 
Jan. 
Jan. 
Jan. 
Jan. 
Jan. 
Jan. 


July 


3.50 3.50 
Not available 
3.50 


G.rate G.rate 
3.25 3.50 
G.rate G.rate 


G.rate G.rate 
3.50 3.50 
3.50 3.50 
Not available 
0 .00 


3.25 


5 3.50 .50 
G. rate *G. rate *G. rate 


*G.rate *G.rate *G. rate 
*G.rate *G. rate *G. rate 
4.00 3.50 3.50 
Not available 
3.50 3.50 3.75 
-rate G.rate G.rate 
3.00 3.00 
3.50 3.50 
.- rate 
-rate G.rate G.rate 
Not available 
3.50 3.50 3.50 
-rate G.rate G.rate 
3.00 3.00 
3.50 3.50 
Not available 
0 3.50 
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*Where guaranteed rate is less than 3 percent, 3 percent is 
currently being paid. 
+Where guaranteed rate is higher, guaranteed rate is cur- 


_ }Where guaranteed rate is less than 3.5 percent, 3.5 percent 
is currently being paid. 
§Where guaranteed rate is less than 
cent is currently being paid. 
nS ale anale is just = 1935 basic seale. 
vontract is non-participatin yis ri - 
iaty Gael face, g but company is paying volun 


3.25 percent, 3.25 per- 








Great West Life Names Two 
to Handle South Illinois 


Great-West Life has appointed R. L. 
Simpson manager and C. C. Lindsey 
district organizer for the southern IIli- 
nois branch. Mr. Simpson will be lo- 
cated at branch headquarters in Belle- 
ville, and Mr. Lindsey will operate from 
Centralia. The changes were necessi- 


tated ‘by the death of Carl Sichling, 
former manager. 

Mr, Simpson entered the life insur- 
ance business in 1924. He joined 
Great-West at Chicago in 1937, and 
was made manager of the brokerage 
department there last year. 

Mr. Lindsey has been with the com- 
pany since 1936. In 1940 he was lead- 
ing producer in the United States for 
Great-West Life. 


Brownlee in Larger Quarters 


The Morris Brownlee agency of State 
Mutual Life at Houston, has moved to 
larger and more modern offices on the 
15th floor of the Second National Bank 
building. The agency is making a re- 
markable record. It has had 61 con- 
secutive plus months and for the first 
five months of 1941 shows an 18 percent 
increase of insurance in force. 


Turner Is Named 
Missouri President 


Hedges Endorsed for Na- 
tional Secretary—Member. 
ship 1,500, a Record High 


NEW OFFICERS ELECTED 


President—Prewitt B. Turner, Home 
Life of New York, Kansas City. 

First Vice-president—Frank Vesser, 
Reliance Life, St. Louis. 

Second Vice-president—W. L. Coon. 
rod, Northwestern National Life, 
Springfield. 

ST. LOUIS—Prewitt B. Turner, 
Kansas City general agent Home Life 
of New York, was elected president of 
the Missouri Association of Life Under- 
writers to succeed Paul C. French, New 
York Life, Kansas City, at the annual 
meeting here. 

Herbert A. Hedges, Kansas City gen- 
eral agent Equitable Life of Iowa, was 














PREWITT B. TURNER 


endorsed for secretary of the National 
association. 

The sale of national defense bonds 
and saving certificates was approved in 
a resolution which expressed appre- 
ciation that the federal government had 
asked Gale F. Johnston, St. Louis, a 
member of the association, to become 
field director of defense savings for the 
Treasury Department. Mr. Johnston is 
southwestern regional group manager of 
the Metropolitan Life and National asso- 
ciation trustee. 

The Missouri association now has 
1,500 members, an all-time high. 

It was voted to hold the fall business 
meeting in Columbia, Mo., next Novem- 
ber, while the 1942 annual meeting will 
be held in Kansas City, Mo., in June. 


Schedule Life Course 


The Southwestern Missouri State 
Teachers College, Springfield, has in- 
cluded a course on life insurance in its 
catalogue this year and will have a paid 
instructor for that subject in the 1941-42 
school year, the educational committee 
reported. 

At a special session sponsored by the 
General Agents & Managers Section, 
President French presented Frank Ves- 
ser, manager midwestern department 
Reliance Life, St. Louis, who presided. 

Charles J. Zimmerman, immediate 
past president National Association and 
Chicago general agent Connecticut Mu- 
tual Life, viewed “Trends in Agent 
Compensation.” The new service com- 
mission arrangement is designed to meet 
the change in the life agent’s role from 
that of missionary and salesman to not 
only selling but also to conserving and 
servicing the business for years after it 
is placed upon the books. 

Much of the criticism of agency func- 

(CONTINUED ON PAGE 12) 
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Blackford Is New 
Head of A. L. C. 
Medical Section 


Elected Chairman at 
Interesting Annual Session 
in Hot Springs, Va. 


HOT SPRINGS, VA—Dr. W. F. 
Blackford, medical director of Common- 
wealth Life, Louisville, was elected 
chairman of the Medical Section of the 
American Life Convention at the an- 
nual meeting here. He succeeds Dr. 
A. J. Robinson, medical director of Con- 
necticut General Life, who is presiding 
at the sessions. Dr. Blackford has been 
vice-chairman. 

Others elected are: Vice-chairman, 
Dr. Thomas H. Dickson, medical direc- 
tor Minnesota Mutual Life, St. Paul; 
secretary, Dr. B. F. Byrd, medical di- 
rector National Life & Accident, Nash- 
ville; member of the board, Dr. J. M. 
Livingston, medical director Mutual Life 
of Waterloo, Ont., and program chair- 
man, Dr. J. R. B. Hutchinson, medical 
director Acacia Mutual, Washington, 
Dee. 


CHAIRMAN’S VIEWS 


No stone should be left unturned in 
securing accurate facts and properly in- 
terpreting them before taking final un- 
derwriting action, Dr. A. J. Robinson, 
medical director of Connecticut Gen- 
eral Life, declared in his annual address 
as chairman of the Medical Section. He 
said this was especially necessary be- 
cause of the disordered times, unclear 
thinking, talk of inflation, of govern- 
ment regulation, increased taxation, and 
also because of poorly thought-out rea- 
sons or excuses for not buying life in- 
surance, 

“The word ‘underwriting’ covers a 
wide range of territory in the field of 
life insurance,” he said. “We should 
look upon underwriting in a much 
broader sense than merely turning to 
Page X in an underwriting manual and 
assuming that if we apply the answer 
given therein to the case at hand, we 
= fulfilled our proper function and 
duty, 


Underwriters Rely on Data 


“When a risk is accepted, the com- 
Pany assumes a financial obligation to 
pay on the understanding that a com- 
plete and accurate picture of the risk 
has been obtained. Our pen picture 
of the risk is accumulated from the ap- 
plicant, examiner, inspector and the 
agent. If our facts from any of these 
sources on which we rely to determine 
whether the company should assume a 
financial risk varying from $1,000 to 
$100,000 or more are chronically inac- 
Curate, the inevitable result is improper 
home office underwriting action. Irre- 
spective of how elaborate our home of- 
ce system of underwriting credits and 
debits may be, it is evident that our 
underwriting responsibility is very great 
even before completed papers from these 
sources reach the home office for final 
underwriting. 

We subscribe with enthusiasm to the 
Statement that a high-grade loyal agency 
orce 1s one of a company’s most im- 
portant assets. I believe we can secure 
and maintain the confidence of a high- 
rade agency force by consistently ar- 
"ving at sound underwriting decisions 
based on a complete set of underwriting 
facts. I do not believe that we can se- 
cure or maintain the confidence of our 

(CONTINUED ON PAGE 10) 








New President of 
American Mutual Life 

















DR. E. B. MOUNTAIN 


Dr. E. B. Mountain, formerly medical 
director, has been elected president of 
American Mutual Life of Des Moines. 
He takes the place of Ward F. Senn. 








School for Teacher-Agents 


A special agents’ training school for 
school teachers has just been completed 
by H. M. Faser, Lamar Life superin- 
tendent of agencies, at the home office. 
It was attended by teachers who write 
life insurance during the summer vaca- 
tion. 





R. C. Lawrence, Lincoln Liberty Life 
bond clerk, has been retained by the 
Nebraska board of educational lands and 
funds as adviser. 


Blood Beeson Study Is 
Analyzed by Medical Men 


Significant Conclusions 
Are Given at Hot Springs 
Session by Dr. Dingman 


HOT SPRINGS, VA.—Hypertension 
in young people is causing underwriters 
far more concern than in those who are 
older, it was concluded by Dr. H. ; 
Dingman, vice-president and medical 
director of Continental Assurance, in a 
joint committee report on blood pres- 
sure at the meeting here of the Medical 
Section of the American Life Conven- 
tion. Under age 30 the experience is 
meager and it is likely the mortality re- 
sults are understated. Hyperténsion in 
the 20’s is mystifying and a cause of 
alarm to underwriters. 

Dr. Dingman drew a number of im- 
portant conclusions, based on the 1939 
bloodpressure study by the joint com- 
mittee of the Actuarial Society and 
Medical Directors Association, of 1,309,- 
000 policies issued in the years 1925-37, 
exposure carried to 1938, with 49,098 
deaths resulting in the 14-year period. 
Only 3,259 of these deaths came from 
substandard issues. The experience is 
preponderantly a standard one, Dr. 
Dingman said, and almost 80 percent 
of the deaths involved issues made after 
age 40. His conclusions were: 


Sums Up His Findings 


1. In the 50’s hypertension appeared 
to be less harmful than in younger ages, 
with systolic more deadly than diastolic, 

2. In the 30’s and 40’s, mortality ra- 
tios ran fairly even. 

3. In the 20’s, diastolic appeared 

(CONTINUED ON PAGE 11) 








tageous to all. 


data. 


life underwriters. 


WILLIAM H. KINGSLEY 
Chairman of the Board 








The Aptitude Index: II 


The induction of a new underwriter into the life insurance 
business entails much expense. If he fails, he, the general 
agent, and the company—and the insuring public—all lose. 
If it could be possible to determine in advance whether or not 
an individual is fitted by background and temperament for a 
career as an underwriter, that would be definitely advan- 


The Aptitude Index, devised by the Life Insurance Sales 
Research Bureau for the use of the life insurance companies, 
is based upon factors which fall into two classifications. The 
first factor is background, and the second personality traits. 


The first part is comprised of considerations of age, pre- 
vious income, membership in organizations, previous sales ex- 
perience in other lines of business, volume of life insurance 
personally owned, number of dependents, and other objective 


The second part consists of an evaluation of the prospec- 
tive underwriter’s interests and psychological responses to 
certain situations involving personality characteristics. 


The Penn Mutual has adopted the use of the Aptitude 
Index in recruiting, believing that the Index applies scientific 
selection to determine probabilities of successful careers as 
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THE PENN MUTUAL LIFE INSURANCE CO. 
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Cure or Relief for Hyper- 
tension May be Found, 
Pearce Shepherd Advises 


HOT SPRINGS, VA.—Life compa- 
nies would experience real improvement 
in mortality if, as is possible, a real 
“cure” for hypertension should be 
found, or, at least, cures for the ills 
to which persons with hypertension are 
subject, Pearce Shepherd, assistant ac- 
tuary of Prudential declared in his por- 
tion of the joint committee report .on 
bloodpressure at the annual meeting of 
the Medical Section of American Life 
Convention here. There then presum- 
ably would be fewer people with hyper- 
tension, he said, but there is a possibil- 
ity that cures would afford relief only 
to some cases, and the hypertensives re- 
maining who did not respond to treat- 
ment probably would be relatively worse 
than the group as a whole is considered 
today. 

“Ways of reducing blood pressure— 
perhaps only temporarily, perhaps with- 
out really improving the mortality of 
the group—may be found,” he com- 
mented. “If there is no real improve- 
ment in mortality, our job of finding 
and properly rating the hypertension ap- 
plicant is made more difficult. 


Past Experience Best Guide 


“The resultant of all these considera- 
tions is a matter of opinion. Some 
forces are operating in the direction of 
lessening the effect of hypertension on 
mortality; others in the opposite direc- 
tion. Without a clear course before us 
it seems safest to follow the experience 
of the past as our guide for the future 
until a better guide appears.” 

Using ratings that are merely gradu- 
ated mortality ratios will not do, he 
said, because at least two of five con- 
ditions which he cited require consid- 
eration and adjustments to make that 
practice valid. The first of these in- 
volves the relation between extra pre- 
miums and ratings and mortality ratios, 
and the second involves the adjustments 
necessary.because 100 percent does not 
represent standard mortality at all ages. 

The first. of these is purely an individ- 
ual company matter insofar as extra 
premiums differ between companies. He 
presented a table applicable to his sec- 
ond point, similar to Table C of the 
study except ratios were adjusted, 
smoothed and extended. No ratios were 
shown for ages under 30 because the 
material at those ages was so scanty. 

Life companies would need. to con- 
cern themselves only briefly with the 
1939 blood pressure study he said, if 
they were simply trying to secure a low 
mortality, for they could set their lim- 
its at whatever figure was considered 
desirable to accomplish what was 
wanted, 

“But if we try to insure risks with 
moderately elevated blood pressure,” he 
warned, “we need to examine our rat- 
ings and underwriting procedures care- 
fully in the light of this most valuable 
and extensive contribution to our knowl- 
edge of the effect of how mortality 
varies with blood pressure. 

“Tt would be comparatively simple to 
take the mortality ratios shown by this 
study (that of 1939) graduate them, 
and come out with a smoothly pro- 
gressive series of ratings that follow 
the ratios accurately. The report im- 
plies that this is all that need be done 
by saying that ‘The mortality ratios 
which have resulted from these studies 
do not require translation to any other 
basis.’ 

“There are five conditions that must 
be true in order for this procedure to 
be valid. The first and most funda- 
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Beatrice Jones Has Unique 
Public Relations Role 


NEW YORK—Miss Beatrice Jones 
of the A. V. Ott agency of Equitable 
Society, who was elected president of 
the New York City Life Underwriters 
Association, was greeted with enthus- 
iastic applause as she took her place 
on the dais with 16 of the associa- 
tion’s past presidents. Praising the 
record of preceding administrations, 
Miss Jones declared she would try to 
sustain the pattern set by them, that 
she had no ideas or promises of re- 
forms but wished to go along with 
this pattern. She denied any ambition 
to make a name for herself but said 
her objective was to add one more 
year’s progress to the preceding years. 

Other officers elected were: Lester 
Einstein, general agent Mutual Benefit 
Life, administrative vice - president; 
Harper R. Dowell, New England Mu- 
tual, public relations vice-president; 
James Elton Bragg, manager Guardian 
Life of New York, educational vice- 
president; and K, A. Luther, general 
agent Aetna Life, treasurer. 

Manager J. S. Myrick of Mutual 
Life, who headed the New York asso- 
ciation in 1914, spoke on behalf of the 
past presidents and expressed their 
appreciation to Lloyd Patterson for 
the work of his administration. 


NEW YORK—To have a woman as 
president of the world’s largest life un- 
derwriters association is precedent- 
breaking but of even greater signifi- 
cance in the New York associations 
election of Miss Beatrice Jones | is 
the opportunity it opens up for doing 
a public relations job where it is most 
needed—among the women who con- 
stitute perhaps 80 percent of the life in- 
surance beneficiaries and nobody knows 
how many directors of the household 
budget. ’ 

To illustrate: A woman’s magazine 
recently sought out Miss Jones for an 
interview. The article was to be about 
Miss Jones but she managed to tell her 
story in such a way that it was very 
largely a subtle plug for life insurance. 
Readers of that magazine will be learn- 
ing about Miss Jones, as well they 
might, for her life has been an active and 
interesting one, but they will also be ab- 
sorbing facts about life insurance that 
they hadn’t appreciated before. Perhaps 
even more important they will have ab- 
sorbed these facts under such circum- 
stances that they will tend to react to 
them in a friendly way. 


University to Honor Her 


Another example: Oklahoma Univer- 
sity has invited her to be the guest of 
honor at its “career clinic” for women. 
Each of these clinics is built around a 
woman who has attained distinction in 
some worthwhile field. ; 

Obviously, if it were not for Miss 
Jones’ prominence in the association she 
might be just as good a life insurance 
agent and hold just as valuable opinions 
on life insurance but magazine editors 
would not be sending their star writers 
out to interview her, women’s clubs 
would not be falling over themselves to 
get her as a speaker, nor would women 
place so much confidence in her utter- 
ances on the subject of life insurance. 

Completely uninterested from a per- 
sonal build-up standpoint, Miss Jones 
sees in the presidency of the New York 
association an opportunity to advance 
the cause of life insurance through the 
unique circumstance of her being the 
only woman ever to have headed a life 
underwriters association of comparable 
size. She has long been convinced of 
the need of a better public understand- 
ing of life insurance, particularly among 
women. 

However, in spite of her convictions 
Miss Jones is no zealot, but favors the 
evolutionary rather than the revolution- 
ary approach. She is sufficiently sure of 
her objectives and of their fundamental 


soundness to feel that they can be at- 
tained by persuasion and education and 
that it is not necessary to resort to the 
big stick. She will readily concede that 
sometimes a fundanientally desirable 
objective can be reached more quickly 
by the dictatorial use of brute force and 
power politics but she deplores such 
methods, feeling that Americans do not 
want their progress at such a price. 

A decade ago, when she had been in 
the business only a couple of years, she 
became convinced that the life insurance 
business was hiring too many agents, 
and taking them on _ indiscriminately. 
She felt strongly that the proper proce- 
dure was a much smaller number of 
carefully picked, highly trained produc- 
ers who would sell their business intelli- 
gently and keep it in force. She still 
feels that the policyholder who has to 
drop his insurance, particularly if he has 
only had it a year or so, becomes a 
source of ill will towards life insurance, 
for he is conscious of the cost that he 
has been put to, 


Views More Widely Held 


In the last 10 years or so Miss Jones 
has seen an increasingly large percent- 
age of the life insurance business come 
into line with views that only a small 
number held in 1930. She recalls one oc- 
casion when with the enthusiasm of a 
relative newcomer to the business, she 
expounded her views on better selec- 
tion of agents to a company vice-presi- 
dent. The official was friendly, but 
frankly amused. 

“Well, you must remember,” he re- 
minded her, “that we sold a lot of life 
insurance—and a lot of it is still on the 
books—before your ideas were ever 
heard from.” 

But Miss Jones does not chafe if 
progress is slow, as it usually is. It is 
the democratic way and when the goal 
is finally achieved there is good-will 
rather than resentment, for human val- 
ues have not been sacrificed. 


Worked for Standard Oil 


Miss Jones had a highly successful ca- 
reer in another line before she ever 
thought of entering the life insurance 
business. Her first job after leaving her 
home in Oklahoma was with the Stand- 
ard Oil Company of New Jersey, at its 
head office in New York City. Her work 
was in the personnel department. The 
manager of women’s personnel was dis- 
abled by illness and the assistant man- 
ager was away on a vacation in Europe. 
The official who had charge of all per- 
sonnel work dropped the job in her lap, 
saying, “Miss Jones, I guess you will 
have to handle this job.” 

Somehow her instincts and_ back- 
ground seemed to fit her for the job and 
she got along fine. Somewhat awed by 
the responsibility of her work, Miss 
Jones asked the boss if it would not be 
a good idea for her to take an extension 
course in personnel administration. 

“No,” he replied, “I don’t want to 
spoil you. If you want to take courses, 
take one in interior decorating or some- 
thing that hasn’t anything to do with 
personnel work.” 


Had Reached Ceiling 


Miss Jones stayed with Standard Oil 
for five years but having so quickly 
jumped into the best job in the company 
that a woman could hold she realized 
that there was no chance for further 
advancement. Having the idea that 
money was the measuring stick of 
worth, she took a job which paid much 
more money. Unfortunately it quickly 
proved to be a bore. 

Having been, as she felt, extremely 
lucky in the break she got at Standard 
Oil, Miss Jones now began to wonder 
if maybe she had overrated herself. If 
so, a commission-paid job should tell the 
story. That was why she picked the 
life insurance business. She knew the 
late Henry Rosenfeld, manager of the 


Houston Leader Heads 
Texas Managers Group 





W. R. HARRISON 


William R. Harrison of Union Cen- 
tral Life in Houston is the new chair- 
man of the general agents and man- 
agers section of the Texas Association 
of Life Underwriters. 








Prudential in New York City. He was 
on vacation in Europe but was reached 
by cable. He cabled back advising her 
to see Leslie York, manager of Equit- 
able Society in New York City. This 
agency was later taken over by Frank- 
lin H. Devitt when Mr, York died. 


People Like Her 


It is hard to say what characteristic 
of “Bea” Jones most impresses people. 
The easiest way to sum it up is to say 
that people like her when they first 
meet her and they continue to like her. 
For one thing she never presumes on 
her prerogatives as a woman, nor on the 
other hand does she assume an_ un- 
natural “man-to-man” attitude in talk- 
ing with men. 

Perhaps some of Miss Jones’ breadth 
of viewpoint can be traced to her having 
matured under the influence of two 
backgrounds. Born and reared in Ok- 
lahoma, she went to New York as a 
young woman. She has lived not only 
in two widely different sections of the 
country but in a small town as well as 
a big city. 

Feeling that this dual outlook is im- 
portant to young people, Miss Jones has 
followed this principle with her niece 
and nephew, whom she is educating. 
The niece is attending Phillips Univer- 
sity at Enid, Okla., and will go to an 
eastern school for her last two years. 
The nephew is now at Wharton school, 
University of Pennsylvania, after hav- 
ing taken his preparatory work at Ok- 
lahoma Military Academy. 


Parents Were Homesteaders 


Miss Jones’ early life reads like a pio- 
neer epic. Her father and mother were 
among the setttlers who lined up at the 
border when the Cherokee strip was 
opened to homesteaders. The 160-acre 
claim which her father staked out is now 
part of the city of Enid, Okla. Because 
of the scarcity of lumber the house was 
built as a dug-out, the lower part being 
cut into he ground, the upper half being 
frame. 

The site which the Jones family 
picked for their home dispossessed a den 
of rattlesnakes, who were inclined to 
resent the intrusion. As a result 26 
rattlers were killed during the first year, 
mostly by Mrs. Jones, since Mr. Jones 
was at his law office most of the time. 
An older sister was bitten by a rattle- 
snake but Mrs. Jones applied a tourni- 
quet, sucked the blood from the wound 
and the little girl was not even sick. 

Miss Jones is with the A. V. Ott 
agency of Equitable Society. While she 


Standard Life's ¥ 
Agents Convene 


Social Security, Salary 
Savings, Hospitalization 
Stressed at Pittsburgh 


About 60 agents of Standard Life of 
Pittsburgh attended the annual conven- 
tion at Chartiers Country Club in Pitts- 
burgh. Officers stated that the field 
force is the best both in quantity and 
quality that it has been for some years, 
as evidenced by the fact that insurance 
paid for in 1940 exceeded that paid for 
in 1939 by about 16 percent and in- 
surance in force is the highest in six 
years. 

President John C. Hill gave an out- 
line of the finances of the company, the 
present trends in the investment field 
and the outlook for future develop- 
ments. The meeting was arranged for 
and was in charge of J. D. Van Scoten, 
vice-president and director of agencies, 
His plans for agency developments dur- 
ing the coming year include: 

1. Emphasis on the social security 
approach and the correlating of insur- 
ance with social security benefits. 

2. Emphasis on improving _ both 
number and quality of agents. 

3. Efforts to enlarge intensive train- 
ing with home office graded quizzes and 
reports in so far as facilities afford. 

4. More salary savings cases and 
more intensive work by agents in spe- 
cific groups where they are well-ac- 
quainted. 

5. Wide-spread use of the new hos- 
pitalization policy. 


Hospitalization Policy 


Tried out with great success for a 
few weeks, a new hospital expense pol- 
icy was presented at the convention. It 
was enthusiastically endorsed by the 
field. 

The policy pays up to $5 per day for 
hospital residence for 30 days during 
each disability; pays up to $5 per day 
for trained nurse’s expenses in a hos- 
pital or at home for 30 days during each 
disability; pays for certain expenses 
from $5 to $150; pays for miscellaneous 
expenses up to a limit of five times the 
daily hospital residence benefit and of- 
fers accidental death benefits from $1,- 
000 to $5,000. 

Sickness coverage is effective 14 days 
after the date of the policy and child- 
birth coverage is effective 10 months 
after date of policy. 


Sales Demonstration 


Chalmers S. Zahniser, general agent 
in Pittsburgh; “George C. Booth and 
Claude L. Freed put on several sales 
demonstrations and held a_ free-for-all 
clinic which much impressed their audi- 
ence. 

George Booth, starting work Jan. 2, 
1940, has an unusual first-year record. 
From his first day to the present day he 
has kept accurate records in the plan 
book of the Sales Research Bureau, 
and in his first 12 months wrote 109 
lives for $174,850. John Marshall Hol- 
combe, manager of the Research Bu- 
reau, commenting in “The Managers 
Handbook,” said: 

“We saw something the other day 
which we read about more often than 
we see. It was a plan and record book 
filled from ‘kiver to kiver.’” 

“Lucky 18 Club” 

An important group of the agency or- 
ganization is the “Lucky 13 Club,” three 
years old with membership based on 
production during the 13 weeks preced- 
ing Labor Day. Qualifying members 
are entertained at a resort hotel as 








is known among life insurance men and 
women by her maiden name, she is the 
wife of J. B. Deacon, vice-president © 
the Schenley Distilling Company. 
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guests of the company from Wednes- 
day to Saturday of the week following 
Labor Day. 

Dr. Walter F. Donaldson, medical di- 
rector and secretary of the Pennsylvania 
Medical Association, discussed present- 
day underwriting problems from the 
medical viewpoint. He made the point 
that many draftees were turned down for 
service who were still eligible for life 
insurance. The company does -consid- 
erable business on juvenile insurance 
and on business insurance and house- 
wives. 

The meeting was closed by an ad- 
dress from . Jaqua, associate edi- 
tor of “The Diamond Life Bulletins,” 
who suggested: 

1. That every underwriter develop 
“nests” of prospects and work two or 
three nests intensively. 

2. That special attention be given to 
possible salary savings accounts both 
for life insurance and for the new hos- 
pitalization policy. 

3. That the social security approach 
and the correlating of men’s life insur- 
ance with their social security benefits 
was being widely and successfully used. 

4, That the outlook for qualified life 
underwriters was good, while the out- 
look for those who would not keep up 
with the trends or who would not study 
and prepare themselves to render quali- 
fied service was not so good. 

5. That repeated call-backs on the 
same prospect aroused antagonism, 
whereas a good hard interview at which 
a decision on something—for a next ap- 
pointment, for a medical examination or 
for a signed application—was expected 
and was the practice of good under- 
writers. 

Miss Edna Hazlett, agency secretary, 
announced plans to extend the home of- 
fice lead system, to include age- 
changes, orphan policyholders, juvenile 
prospects, etc. 





Securities Transactions of 
Insurers in 1940 Traced 


Securities transactions of more than 
1,000 insurance companies during 1940 
totaled $6,491,311,428, according to the 
1941 edition of Poor’s Purchases & 
Sales of Securities. This is about 6 
percent less than the 1939 volume. The 
figure for 1940 is equivalent to an aver- 
age of nearly $22,000,000 worth of se- 
curities transactions every working day. 

Purchases of securities in 1940 
amounted to $4,075,324,705, as compared 
with $4,622,412,382 the previous year. 
Sales increased from $2,271,845,254 to 
$2,415,986,723, 

The figures for the 10 largest buyers 
of securities for 1940 and 1939 are given 
herewith: 

1939 


1940 
Equitable Soc. ..$754,416,382 $668,592,147 
Metropolitan .... 475,259,605 569,521,623 
PRudentia! <..0<: 417,123,099 354,939,002 
New York Life.. 372,886,160 232,391,062 
Mutual Life .... 168,137,166 155,647,455 
Northwstn. Mut.. 129,984,918 117,398,267 
Travirs. (lf. dpt.) 128,887,968 87,298,129 
John Hancock M. 126,136,585 134,642,681 
Penn Mutual .... 116,377,187 86,116,154 
New Eng. Mut... 101,188,317 59,302,189 


Films Help Acacia Underwriters 


The Acacia Mutual Life Underwrit- 
ers’ Club presented the second in a 
series of occupational film showings, in 
the home office auditorium. The films, 
obtained from U. S. Bureau of Mines, 
dealt with safety glass, lead mining and 
abrasives. The showings have been 
helpful to underwriters on occupational 
activities, plant conditions, safety meas- 
ures, etc. Other life home offices have 
made inquiries of Acacia, indicating 
they intend to sponsor similar showings 
for underwriters. 








Joy M. Luidens, executive secretary 
Chicago Association of Life Underwrit- 
ers, met Princess Juliana and Prince 
Bernhard of the Netherlands on their 
visit to Holland, Mich., a few days ago. 
That is Miss Luidens’ home town, where 
she has relatives. Miss Luidens was in 
troduced to and shook hands with the 
Visiting royalty. 





Kliefgen New 
Minnesota Head 


Much Interest in Educa- 
tional Project at Duluth 
Gathering 


By ROY W. LANDSTROM 


DULUTH—The Minnesota Life Un- 
derwriters Association at its annual 
meeting here elected Carl W. Kliefgen, 
St. Paul manager Metropolitan, as 
president. Leon W. LaBounta, Minne- 
apolis, general agent Penn Mutual, 
became the new vice-president. Re- 





CARL W. KLIEFGEN 


gional vice-presidents are J. A. Engels, 
Rochester, Equitable Society; Don 
Schlitz, Austin, Ohio National; Donald 
Barnes, Duluth, Provident Mutual; G. 
D. Curry, Mankato, Bankers Life of 
Iowa; Blake Nevius, Winona, Phoenix 
Mutual. Oswin A. Reeves, St. Paul, 
New England Mutual, is the new secre- 
tary-treasurer. 

At the morning business session W. 
W. Scott, Lincoln National, Minneap- 
olis, the president, called the meeting 
to order. Hiram W. Moore, St. Paul 
manager Mutual Life, presented the re- 
port of the sales congress meeting. He 
was followed by Arthur Devine, St. 
Paul, superintendent Prudential, who 
outlined the activities of the legislative 
committee. He characterized the last 
session of the legislature as calm and 
peaceful. He added that the committee 
was instrumental in killing a “sneaker” 
bill which would have allowed credit 
unions to write annuities. He urged the 
members to contact their legislators in 
an effort to procure a larger appropria- 
tion for the insurance department. 


Big Educational Project 


The report of the publicity and educa- 
tional committee was given by M. C. 
Laughman, Minneapolis, general agent 
Berkshire. He stated that the commit- 
tee had just completed a life insurance 
text book which will be distributed to 
all high schools and will be used as the 
standard text. The life underwriters of 
Minnesota are cooperating with the 
University of Minnesota in conducting 
a short course Oct. 27-Nov. 1, called 
the Institute of Life Underwriting. The 
committee hopes that the course can be 
expanded into a two weeks affair, the 
last week being given over to advanced 
underwriting. : 

The following men were endorsed for 
National association offices. Herbert 
Hedges for secretary; Thomas B. Reed, 

(CONTINUED ON PAGE 6) 
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N™ AS perhaps never before the American people are impressed 
with the need for being ready. They are uniting all their resources 
for national preparedness . . . on the farm, in the factory, in the office, 
and, most fundamentally, in the home! 


To the citizen, his own home, large or humble as it may be, always 
calls for his best protective effort. Millions on millions of homes, safe- 
guarded against emergencies, make up a bulwark of national strength. 


Of all the protective defenses of home and family today none is more 
highly valued than life insurance. Among the leaders of America’s 
life insurance companies is the Lincoln National Life Insurance Com- 
pany, with more than a billion dollars of insurance in force. 


From June 7th issue Saturday Evening Post 
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Texas Life Underwriters Do Justice to 
Lots of State at Annual Parley 


By A. R. JAQUA 


Sam Houston is the patron saint of 
the Lone Star State and the big raven- 
haired, rough and ready empire builder 
would have liked the breed of life insur- 
ance men who preach the gospel of pro- 
tection and thrift to inhabitants of the 
vast land where hand-made cowboy 
boots and Stetson hats are still a uni- 
form. 

The 1941 three-day state convention 
really started at the ranch of O. D. 
Douglas, general agent for Lincoln Na- 
tional. “O. D.” has done right well for 
himself, aided and abetted by an ex- 
ceedingly smart hombre by the name of 
Louis Lawrence who, with an ace show- 
ing and a deuce in the hole, can bet $50 
and rake in the uncalled pot without 
blinking an eye. The agency has almost 
$100,000,000 in force (there are only 72 
companies with $100,000,000 or more of 
ordinary in force). When he is home, 
which sometimes occurs, “O.D.” lives on 
a carefully manicured estate on the out- 
skirts of San Antonio, but about 30 
miles out on a ranch bounded by the 
Guadalupe river and covered with scrub 
oak and rock he has built a house which 
will sleep any given number of guests 
and with a living room roughly 40 x 80, 
decorated mostly with two poker tables 
and a piano for barber-shop-chord ad- 


dicts. Present to enjoy the barbecued 
cow, kid and venison were the high- 
lights of Texas insurance. Honored 


“foreign” guest was Harry Wright, Na- 
tional association president. 


Costello’s Philosophy 


Said John P. Costello, newly elected 
president of the Dallas Life Underwrit- 
ers Association: “It isn’t the $5 it’s 
going to cost me to draw this card that 
I have to worry about; it’s what the 
third, fourth and fifth card are going 
to cost me.” 

As a life underwriter, Costello is a 
fine example of what an imaginative 
mind, wide social and business contacts, 
a sound knowledge of life insurance, 
and industry will accomplish. John has 
done better than a half-million annually. 

For all his eminence, General Agent 
Douglas is still the careful, courteous 
host, and for all his insurance in force 
he still keeps up his practice of doing 
joint work with agents. The Research 
Bureau at Hartford says that a general 
agent must build confidence in his as- 
sociates to have morale; he must be a 
man that can be trusted. “O.D.” fits 
that defiition to a “T”’. 

The state meeting proper opened 
Monday at air-cooled Hotel Beaumont 
with a general agents’ and managers’ 
session. Highlights of the first session 
was a description by Sales Director Ben 
H. Williams of Southwestern Life’s 
training program. Some of the results 
of this training program were tabulated 
in a recent article in “Sales Manage- 
ment.” 


Southwestern’s Record 


Many companies and agencies are 
greatly interested in the unusual pro- 
duction of Southwestern Life, a com- 
pany operating in one state, with 10 
agencies doing $60,000,000, with about 
400 agents. A carefully supervised study 
program and a carefully supervised 
work program have accomplished re- 
markable results, but Williams and his 
able assistant “Rip” Davenport are care- 
ful to point out that the training sys- 
tem is not necessarily negotiable un- 
less all the factors are considered. The 
company’s territory is concentrated in 
one state; it pays salaries from $100 
to $300 for new men and guarantees 
those salaries as long as the man does 
what he is told; they have around 1,500 
salary savings accounts and it has a 
field-minded official staff from President 
O’Donnell, Vice-president Arthur Co- 
burn and Dick Lee on down. Coburn’s 
testimony before the TNEC indicated 


that $75,000 was spent in a year’s train- 
ing program and hence others looking 
wistfully at the production record 
should remember that there wasn’t any 
miracle button that was pushed, it was 
a combination of the right men in the 
right place using the right methods at 
the right time, willing to persist and 
not being bound too much to tradition. 

Chairman of the managers’ and gen- 
eral agents’ section was Felix L. Har- 
gis, manager for Jefferson Standard at 
Fort Worth. For the evening banquet, 


Left to right—O. D. Douglas, Harry T. 
Wright and Jul B. Baumann. 


there came on from Cowley, 
famed Grant Taggart, secretary of the 


Wyo., 


National association and his’ twin 
17-year-old sons, Hal and Cal. Few 
men have so captured the imagination 
of life underwriters everywhere as big, 
courteous, hospitable, industrious Grant 


Taggart. ; 
Everyone likes and perhaps must 
have one or more heroes, and upon 


those heroes rests a great responsibility 
not to do or say anything which will 
dispel the illusory halo. In recent years 
three national presidents have served 
as heroes for the general agents and 
managers—O. Sam Cummings, Holgar 
Johnson and Charlie Zimmerman. Like- 
wise, three personal producers carried 
the banner for the agents—C. Vivian 
Anderson, Harry Wright, Grant Tag- 
gart—the latter probably becoming 
vice-president of the National associa- 
tion this year as John A. Witherspoon, 
beloved alike by agents and managers, 
steps into the presidency. 


Baumann and Bray 


Two men were primarily responsible 
for the success of the Texas 1941 state 
convention—the first, Jul B. Baumann, 
general agent for Pacific Mutual in 
Houston and president of the Texas as- 
sociation, and the second, Francis G. 
Bray, secretary-treasurer, general agent 
of New England Mutual at Houston. 

Both were ably assisted by five vice- 
presidents of the association, Clayton 
of Aetna Life at Amarillo; Coffee of 
Kansas City Life at Big Springs; Priddy 
of Southland Life at Dallas; Simmen 
of Great Southern Life at Galveston; 
and Wernette of National Life & Acci- 
dent at Corpus Christi. 

Newly appointed Superintendent of 
Agencies W. M. Rothaermel of Pacific 
Mutual was present to see his Houston 
general agent, Baumann, perform as 
president, and he really saw something. 
Trained with three years as vice-presi- 
dent, Jul did a magnificent job as four- 
teenth state president and _ presiding 
officer. 

“Fran” Bray, as will be remembered, 
went from Chicago to open the state 
of Texas for New England Mutual and 
besides much time spent in loyal and 
enthusiastic effort for the association, 
will do between $2 and $3 million his 
second year in Texas. 

Outstanding address of the morning 
was made by Irvin Bendiner, counsel 
and underwriter of Philadelphia, who 





said: “If you must worry about the 
TNEC, the draft, national debt, taxes, 
the international situation and other 
like matters, why don’t you quit selling 
life insurance?” He prophesied a con- 
tinuance of low interest rates for some 
time (which may mean that the non- 
par Texas companies will be inclined to 
raise rates). He said: “Never argue a 
point you can’t prove.” He said: “We're 
all inclined to believe that thrift is a 
great virtue—especially in an ancestor.” 


Fellowship Luncheon 


Of especial interest was the fellow- 
ship luncheon honoring past presidents 
of the Texas association, wherein the 
history of the association was sketched 
and certificates presented by General 
Agent Bray. All past presidents were 
present except two, one deceased and 
one, Kenneth Cassidy, formerly general 
agent for Pacific Mutual in Houston, 
now in California. 

In the afternoon, George Van Fleet, 
actuary for the state of Texas, talked 
on “The Fourth Dimension of Life In- 
surance” and was followed by E. B. 
Stevenson, Jr., vice-president of WNa- 
tional Life & Accident, whose infectious 
chuckle pleased the audience and who 
insisted that industrial men and indus- 
trial insurance were doing a good job 
and deserved credit. Then came Louis 
Behr, premier producer for Equitable 
Society in Chicago, on “My Prospecting 
and Programing Methods.” 


Behr’s Experience in Air 


Behr had flown in and, not generally 
known, the plane had fought a 45-min- 
ute electrical storm of terrific intensity 
which threatened a number of times to 
wreck the ship. Equitable had two mil- 
lion-dollar men, Wright and Behr, at 
the convention—companies must worry 
about possible accidents to such men. 
Would this be a reason for key man 
insurance? 

The greatest tribute that can be paid 
a speaker is for a considerable number 
of his listeners to congregate about him 
after the speech and ask for further 
details. When Louis Behr finished “My 
Prospecting and Programing Methods” 
at least 30 men kept him for 30 minutes 
explaining his charts. One small oddity 
about this is that Behr has made avail- 
able in the Diamond Life Bulletins his 
complete working methods, said Bulle- 
tins probably being available to prac- 
tically every listener, but men like to 
talk to their heroes in person. 

A little-known item of Behr’s college 
days illustrates his passion for a plan- 
ned procedure and gives some slight in- 
dication of what makes a $2,000,000 pro- 
ducer. On Louw’s desk at college was a 
sheet showing where he would be each 
hour of the day, and his roommate 
states that if a call came for Lou it was 
only necessary to refer to the sheet to 
determine his whereabouts. 


Leaders Round Table 


There is still some doubt as to what 
association first handled a “Leaders 
Round Table Banquet,’ but in any 
event, Texas has honored leading un- 
derwriters for a number of years and 
the movement has spread widely. Gen- 
eral qualifications are: $200,000 of busi- 
ness, for $6,000 first-year premium, on 
not less than 25 lives, with 70 percent 
persistence, having been in the business 
two years. There were 89 full-time 
Texas life underwriters certified in 1941, 
of whom three were women. 

As evidence of what can be done by 
a good publicity chairman (for Beau- 
mont it was President J. Hubert Little) 
backed by company and agency adver- 
tising, the Beaumont “Enterprise,” de- 
voted five pages, carrying 25 pictures, 
to the state convention. In addition, 
radio talks were made by O. D. Doug- 
las, national trustee, and Harry Wright. 

Biggest cocktail party of the session, 
to which practically everyone went, was 
that given by Southland Life with genial 
hosts, Vice-presidents Joe Woodward 
and John L. Briggs. The business sold 
by home companies concentrating in 
Texas is astonishing to outsiders—but 
then, Texas is lots of state. 


TNEC Now Issues i 


Supplement 


WASHINGTON— Criticisms of the 
life insurance companies on the mono- 
graph on insurance, the rejoinder of the 
Securities & Exchange Commission 
member and a review of state super- 
vision of insurance have now been 
made public by the defunct ‘Temporary 
National Economic Committee in a 
supplement to Monograph No. 28, in 
which was consolidated the develop- 
ments and results of the lengthy insur- 
ance investigation made as part of the 
comimittee’s study of monopoly over a 
period of two years. 

The views of the insurance officials 
were laid before the committee on 
March 21, last, and the report shows 
that the rejoinder of SEC Commis- 
sioner Sumner T. Pike, and Gerhard A. 
Gessell, SEC counsel in charge of the 
insurance investigation, was _ dated 
April 10. 

Both documents were largely con- 
cerned with charges of “misrepresenta- 
tion” and misinterpretation, the SEC 
officials winding up with an expression 
of regret “that the committee failed to 
adopt all of our recommendations” 
which, it was declared, “would increase 
the efficiency and public usefulness of 
the life insurance business and forestall 
more drastic charges.” 

Criticisms by the insurance executives 
of the original monograph were directed 
largely at recommendations of experi- 
mentation with common stocks, charges 
involving integrity of the industry, anti- 
competitive agreements, safety, termina- 
tions in ordinary and industrial in- 
surance. 

“Tt would literally require a repeti- 
tion of the entire section on industrial 
insurance contained in Monograph No. 
28 to answer the contentions on indus- 
trial insurance presented in the com- 
ments,” the SEC rejoinder asserted. 

In a report on state supervision, 
signed by a large number of companies, 
the whole development and present su- 
pervisory structure is traced, and the 
conclusion is reached that “it is a matter 
worthy of note that, while there were 
some failures during the depression 
years, the amounts of insurance in 
failed companies were minute in com- 
parison with the total amount of in- 
surance in force, and losses to policy- 
holders in failed companies by reason of 
liens imposed upon their reserves, 
amounted to a fraction of one percent 
of the total amount of funds entrusted 
to the life insurance companies by their 
policyholders. Since the imposition of 
such liens by the various state authori- 
ties, many of them have been substan- 
tially reduced.” 


Minnesota State Group 
Holds Forth at Duluth 


(CONTINUED FROM PAGE 5) 


W. Rankin Furey, Howard C. Law- 
rence and Ralph Hoyer, for trustees. 

Following the luncheon J. O. Chris- 
tianson, superintendent school of agri- 
culture University of Minnesota, gave 
the principal address of the meeting. He 
lauded life insurance men, maintaining 
that life insurance has distinct social 
significance. He added that life insur- 
ance men should hold their heads high. 
He praised the educational work that is 
being carried on in connection with the 
University at its continuation center. 
He added that several teachers in his 
college will attend the summer short 
course in order to learn more of the 
sociological and economic aspects of 
life insurance. 











Hemenway with Travelers 


Donald A. Hemenway, former Ver- 
mont commissioner, has been appointed 
field assistant in the fidelity and sureiy 
department of the Travelers at the home 
office. He was with Maryland Casualty 
before becoming commissioner. 
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Senator O'Mahoney 
and Alfred Best 
View TNEC Angles 


ST. LOUIS—The insurance business 
should devote its expert knowledge and 
intelligence toward the solution of the 
nation’s vital economic problem of mak- 
ing it possible for men and women to 
preserve individual economic independ- 
ence, U. S. Senator Joseph C. O’Ma- 
honey of Wyoming, chairman of the 
Temporary National Economic Com- 
mittee, declared in an address before a 
public meeting in connection with the 
annual meeting of the Missouri Associa- 
tion of Life Underwriters here. 

Senator O’Mahoney declared it is not 
the intention of the federal government 
to either harass or take over the life 
insurance business or to seize the assets 
of the companies. But, he added, if we 
believe that a free people have the right 
to control their government, they like- 
wise have the right to control any other 
organization that affects their welfare. 
To emphasize the lack of hostility of 
the TNEC to the life insurance: busi- 
ness, he quoted from the opening state- 
ment of its then chairman, now Supreme 
Court Justice Douglas, and the closing 
statement of Commissioner Sumner Pike 
of the SEC. He said that no one in 
the SEC had advocated either federal 
regulation or control of life insurance 
or that the government should take over 
in any form the assets of the life insur- 
ance companies, he added. 


Suggestion Is Offered 


It was suggested that the federal gov- 
ernment might be helpful in situations 
that might be outside of state regula- 
tion, such as the use of the national 
bankruptcy act by state insurance com- 
missioners in receiverships. 

The senator contended that the men- 
tion of facts concerning an industry does 
not necessarily involve criticism of that 
industry. He cited the marked growth 
of life insurance and pointed to the fact 
that the 25 largest companies hold 87 
percent of the assets while the remain- 
ing 283, or 91 percent, hold but 14 per- 
cent of the assets. While the Arm- 
strong committee had recommended 
that the size of individual companies 
be controlled and an effort had been 
made to do so, it was found that it could 
not be effectively accomplished, the sen- 
ator held. 

On the question of investments, it was 
never suggested by the TNEC that the 
life insurance companies should place 
their funds in risk enterprises, although 
the SEC had expressed the belief the 
companies might make restricted invest- 
ments in the common stocks of some of 
the well established industries of the 


country. “But the TNEC said no ven- 
ture capital investments,” the senator 
added. 


Senator O’Mahoney, in a radio inter- 
view, gave assurance that people need 
not worry about their life insurance pro- 
tection; that the TNEC investigation 
was primarily a fact-finding checkup not 
intended to have the government take 
over the life insurance business but to 
see where, if necessary, this great in- 
stitution for the people’s savings, which 
had attained such a remarkable record 
for strength and performance during the 
depression years, could be improved to 
assure its continuance in the future on 
the high plane of efficiency and integrity 
it had established in the past. 

Senator O’Mahoney was introduced by 
Gale F. Johnston, southwestern regional 
group manager Metropolitan Life and 
National association trustee, who is also 
field director of defense savings for the 
U.S. Treasury department. 

Chester O. Fischer, vice-president 
Massachusetts Mutual Life, spoke on 
“Life Insurance in a World at War.” 

Alfred M. Best, president Alfred M. 
Best Company, New York, also re- 
viewed the TNEC. investigation before 
the managers’ session. While the pro- 





ceedings were in progress, an SEC rep- 
resentative discussed with him the de- 
sirability of federal supervision. If a 
federal department to supervise insur- 
ance was established, Mr. Best told him, 
and a_ thoroughly sincere effort was 
made to build up a competent staff 
and to keep politics out of the bureau, 
it would take it 25 years to approach 
the efficiency of the New York state 
insurance department, with its million 
dollar annual expense budget and its 
very large staff of thoroughly trained 
men, appointed only after passing stiff 
examinations, and protected in their 
careers by civil service. 

Whatever its shortcomings, state su- 
pervision has steadily and greatly im- 
proved; state insurance codes have been 
greatly strengthened, particularly in 
states which have the least favorable 


record with respect to their own domes- 
tic companies, 

Mr. Best pointed to the effective work 
of the National Association of Insurance 


Commissioners. Its committee on 
blanks, for example, is continuously 
studying and improving statement 


forms. The best accounting brains in the 
business are concentrated on these state- 
ment forms. The only specific criticism 
is that these statements do not conform 
to those of commercial concerns. The 
answer is that they can not and they 
should not. 

Insurance commissioners should be 
competent and they should remain in 
office long enough to learn something 
about the business, Mr. Best pointed 
out. Their salaries should be increased 
and they should not be obliged to under- 
take any duties other than supervising 


insurance companies. Insurance depart- 
ment budgets of most states should be 
increased. Department employes should 
be adequately paid and civil service 
principles extended. All reports of of- 
ficial examinations should be given 
publicity as is done already in all but 
two states. 

In answer to the recommendation 
the state officials should pay more 
attention to agency practices and that 
agents should be required to have more 
adequate training, Mr. Best said the first 
criticism is fairly well covered by the 
fact that upwards of 80 percent of the 
new life business written is produced 
under laws limiting acquisition ex- 
penses; and, as to the second, “I know 
of no problem to which life insurance 
company officials are giving more study 
than agency training.’ 
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Unique Manual-Digest 
Is Comprehensive Work 


Providing extremely broad and up-to- 
date information on all life companies— 
some 400 of them, the new 1,656-page 
“Unique Manual-Digest” for 1941 is off 
Tue NATIONAL UNDERWRITER press. It is 
a marvelously comprehensive work and 
will prove especially valuable in view of 
the widespread changes recently made 
by so many companies, since it is the 
only service containing all the new data 
on all the companies. 

The 1941 “Unique Manual” is the 43rd 
annual edition of a reference service that 
has grown up with life insurance. Even 
back in the days of the Armstrong in- 
vestigation it was the reliable source of 
facts and figures. With each step in the 
development of the business it has faith- 
fully set forth to all the true status of 
the companies and contracts that make 
up the great institution of life insuranck. 
Today it stands out prominently as the 
only reference book that fully covers all 
three branches of the business in a sin- 
gle volume. It contains (1) broad re- 
ports on the companies, (2) full details 
on the contracts and (3) extremely com- 
prehensive coverage of the rates, values, 
costs, settlement option incomes, etc. 
Thus, this year’s “Unique Manual’ pro- 
vides a vast amount of recently changed 
facts and figures essential to all pro- 
gressive underwriters that is not else- 
where available in compiled form. 


Special Groupings of Material 


Concentrating on the unusual and the 
obscure points, as well as covering all 
the commonplace, the “Unique Manual” 
contains numerous special groupings of 
material on such subjects as annuities, 
single premium contracts, the shortest 
term endowment of each company, re- 
tirement contracts, etc. Juvenile, indus- 
trial, government insurance and all sorts 
of special contracts are also included. In 
addition, it provides the rates on some 
4,000 contracts not shown in_ pocket 
sized books. It also gives dividends on 
about five times as many contracts and 
includes some ten times as much sur- 


render value data—cash, loan and 
paid-up. 
From the “Unique Manual’s” reports 


on the companies, one may easily find 
what he wants to know concerning any 
of the 400 companies, including not only 
the latest figures in great detail but also 
its origin, development, standing, man- 
ner of operation, and many other points 
of interest. The latest statement is more 
thoroughly covered than anywhere else 
except in the “convention form” itself. 


Incomes Under Settlement Option 


Another most important feature is its 
broad showings of the incomes payable 
under settlement options. Both the in- 
comes of today’s contracts and of those 
issued years ago are covered in great 
detail. Settlement options have changed 
materially in recent years and there are 
many billions of insurance outstanding 
with options different from those cur- 
rently available. These contracts are of 
course just as important in program- 
ming work as the present issues. By an 
ingenious arrangement of some 400 
numbered tables, indexed according to 
dates of issue, the “Unique Manual” 
gives the incomes payable under prac- 
tically all contracts issued during the 
past 30 years. 


Each Section Carefully Indexed 


With its many illustrative program- 
ming plans and more than 100 pages of 
reserve, income and other valuable ta- 
bles, the “Unique Manual” is unques- 
tionably the most comprehensive source 
of programming facts and figures avail- 
able anywhere. Numerous explanations 
of typical situations with suggestions as 
to how to work them out by referring 
to actual “Unique Manual” pages are in- 
cluded. 

From this information an agent may 
readily determine the most effective plan 


(as well as the insurance required) to 
provide for the needs of practically any 
prospect’s situation. Each section, in 
fact each subject as well as each com- 
pany is carefully indexed several ways 
to make every item easy to locate when 
wanted, Fully covering all three phases 
of information, the new Unique Manual 
sells at a truly bargain price of only $5, 
or at “company club” rates. Copies may 
be ordered from THE NATIONAL UNDER- 
WRITER Statistical division at 420 East 
Fourth street, Cincinnati, or from any 
National Underwriter office. 


Mutual, N. Y., Field 
Club Program Set 


Speakers at the Field Club convention 
of Mutual Life of New York next week 
at Colorado Springs will include Presi- 
dent L. W. Douglas; G. A. Patton, 
vice-president and manager of agencies, 
who will preside; I. W. Dawson, vice- 
president and general counsel; J. 
Maclean, vice-president and actuary, and 
G. A. Sattem, superintendent of agen- 
cies. 

Others on the program will be Roger 
Bourland, supervisor premium budget 
plan; J. H. Blackman, manager Scran- 
ton agency and winner of the 1941 
agency trophy; Louis Meister, Hartford, 
president of the 1940-41 Field Club; M. 
R. Robbins, Charlotte, N. C.; T. 
Martin, Nashville; O. N. Robertson, 
Los Angeles; M. A. Davidson, Birming- 
ham; Mrs. Elizabeth Kenney, Daven- 
port; J. W. Shoul, Boston, and T. D. 
Harvey, Chicago. 

_Alexander E. Patterson, newly elected 
vice-president in charge of insurance op- 
erations, is expected to be on hand. 








Connecticut Mutual 
Card Is Arranged 


Connecticut Mutual Life has 274 
fieldmen qualified to attend its national 
educational conference at Chateau 
Frontenac June 24-26. The number of 
qualifiers breaks all records, despite 
fewer full-time agents than in recent 
years. 

The program will be opened by Peter 
M. Fraser, vice-president, followed by 
Vincent B. Coffin, vice-president and 
superintendent of agencies, who will 
speak on “Opportunities and Obliga- 
tions.” 

A new sales plan will be presented by 
E. C. Andersen, educational director, 
assisted by R. E. Pille, agency assistant; 
: Camp, IIY, editor of ConMu- 
Topics, E. G. Blaine, Pittsburgh; Frank 
Chandler, Raltimore; J. E. Driscoll, 
Springfield, and F. T. Fenn, Jr., Hart- 
ford. 

Three general agents, Claude Fisher, 
Des Moines, Charles J. Zimmerman, 
Chicago, and W. T. Earls, Cincinnati, 
will tell the convention what association 
with the company has meant to them. 
An induction ceremony for the “De- 
pendables,” a group organized five years 
ago for agents setting an earning re- 
quirement and then meeting it, will 
close the first session. 

President James Lee Loomis will talk 
at the banquet June 24 and will present 
awards and trophies to leaders in vol- 
ume, cases, and conservation. 

Seminars on the second day will be 
conducted by home office representa- 
tives. E. A. Starr, supervisor of em- 
ploye insurance plans and eight agents 
will lead the one on employe insurance 
plans. A. S. Potwin, legal department, 
will lead the one on tax problems, and 
G. F. B. Smith, assistant vice-president, 
and F. O. Lyter, assistant superintend- 
ent of agencies, will conduct the sem- 


Riehle N.A.L.U. 
Program Chairman 


Theodore M. Riehle, general agent 
of Equitable Society in New York City, 
has been appointed convention program 
chairman for the National Association 














T. M. RIEHLE 


of Life Underwriters. He succeeds 
Eric G. Johnson of Pittsburgh, who re- 
signed following his appointment as 
agency vice-president of Penn Mutual 
Life. The new appointee will complete 
the preparation of the program for the 
National association’s convention which 
takes place in Cincinnati Sept. 15-19. 

Mr. Riehle was president of the Na- 
tional association in 1934-5 and again 
in 1937, and program chairman for the 
San Francisco convention in 1932. 

Mr. Riehle filled in the unexpired 
term of A. E. Patterson as president of 
the National association when Mr. Pat- 
terson went to the Penn Mutual home 
office and Mr. Patterson’s transfer to 
Mutual Life, followed by Mr. Johnson’s 
promotion, has again caused him to be 
called on as a pinch-hitter. 








Role of Agent on Home 
Front Is Most Important 


George Pease of the sales promotion 
section of Equitable Life of Iowa is the 
author of a message on the place of the 
life insurance agent in the national 
scheme of things in time of emergency 
that has attracted much attention. One 
of the important elements of the blitz- 
krieg, he points out, is to weaken or 
destroy civilian morale by exciting 
racial, class and religious prejudices. 
Hence the integrity of the home front 
is primarily the responsibility of the 
people themselves. 

The life insurance agent is equipped 
to play a leading role in reinforcing 
America’s home front, Mr. Pease ob- 
served. An individual agent gets in 
touch with from 100 to 1,000 persons 
annually. Influence of the group is 
enormous. The institution that the 
agent represents is perhaps the greatest 
instrumentality for promoting higher 
standards of living, a greater degree of 
self support and a more universal sense 
of self respect on the part of the citi- 
zens. The agent should promote at 
every opportunity an abiding faith in 
the American way of life and he should 
sell an ever increasing volume of insur- 
ance to an ever widening circle of Amer- 
icans so that the social and economic 
progress that is the country’s greatest 
strength may continually be accelerated. 











inar for supervisors. Agents in their 
first year will meet with Mr. Pille, Mr. 
Camp and R. C. Berger, editor of pub- 
lications. 

The third day will begin with a panel 
discussion of various current matters led 
by Mr. Smith, assisted bv 12 field men. 

President Loomis will close the meet- 
ing with an address. 
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DEFENSE 
ROLL OF HONOR 


Salesmen of this Company who 
have entered the military service of 
their country: 


Ralph S. Cranston 
(Buffalo Agency) 
Fort Totten, New York 


Fred A. Smith 
(Cedar Rapids Agency) 
Camp Claiborne, Louisiana 


L. J. Switzer 
(Des Moines Agency) 
Camp Claiborne, Louisiana 


L. C. Wiggins 
(Fort Worth Agency) 
Camp Bowie, Texas 


J. R. Darr 
(Harrisburg Agency) 
Indiantown Gap, Pennsylvania 


A. L. Pugh 
(Harrisburg Agency) 
Indiantown Gap, Pennsylvania 


Wayne Overmire 
(Lincoln Agency) 
Camp Robinson, Arkansas 


Frank M. Baker 
(Mason City Agency) 
Camp Claiborne, Louisiana 


Bernard T. Fitzpatrick 
(Twin City Agency) 
Camp Lewis, Washington 


Lloyd L. Johnson 
(Twin City Agency) 
Fort Sill, Oklahoma 


H. W. Van Every 
(Twin City Agency) 
Fort Snelling, Minnesota 


Paul R. Brooks 
(Tennessee Agency) 
Fort Benning, Georgia 


V. M. Robertson 
(Tennessee Agency) 
Fort Bragg, North Carolina 


S. C. Brinsmaid 
(Buffalo Agency) 
Camp Stewart, Georgia 


J. H. Barry 
(Omaha Agency) 


Fort Sam Houston, Texas 


Carroll L. Snider 
(Des Moines Agency) 
Camp Clairborne, Louisiana 
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Interest Yield of Top 50 Is 3.644% 
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Average interest earnings of the 50 
largest companies, ranked according to 
insurance in force, declined in 1940 to a 
new low of 3.644 percent. The average 
in 1930 was 5.204 percent and in 1935, 
3.986 percent. The mean average for 
the 20 years period is 4.726 percent. 

The peak as shown on the graph was 
in 1923, when the average was 5.55 per- 
cent. It is to be noticed that there has 
been an almost steady decline since 
1931. 

Most of the companies in this group 
are now on a 3 percent reserve basis. 
For them this means a safety factor of 


.644 percent in earning power of their 
investments alone. The general outlook 
seems to be that interest earnings will 
be low for some time and as the older 
investments are replaced a further de- 
cline in the average may be looked for. 

The figures range all the way from a 
high of 5.11 percent to a low of 1.81 per- 
cent. The same company has been the 
highest each year since 1936. 

Calculations for the graph are based 
on results published in the Unique Man- 
ual-Digest and Little Gem Life Chart, 
which are NATIONAL UNDERWRITER pub- 
lications. 








CL. U. 


Some 1,635 Stand for 
C. L. U. Examinations 


Approximately 1,635 took part in the 
15th series of Chartered Life Under- 
writer examinations which were held 
June 12-14 at 90 colleges and universi- 
ties. The examinations were conducted 
regionally, centers having been estab- 
lished at accessible points located in 42 
States, the District of Columbia and 
Hawaii. 

The examinations are given in five 
parts: Part I dealing with the econom- 
ics and principles and practices of life 
insurance; Part II with the principles 
and psychology of life insurance sales- 
manship; Part III with economics prob- 
lems, government and sociology; Part 
IV with commercial and insurance law, 
the law of wills, trusts and estates, and 
taxation; and Part V with corporation 
finance, banking and credit, and invest- 
ments. 








Roland Hinkle Elected 
Head of Chicago C. L. U. 


Roland D. Hinkle, assistant manager 
of the Reno agency of Equitable So- 
ciety in Chicago, was elected president 
of the Chicago chapter of C.L.U., at the 
annual meeting. The entire slate pre- 
viously listed was elected. Mr. Hinkle 
succeeds J. Moynahan, manager 
Metropolitan Life. Harland H. Allen, 
economist and investment analyst of 
Chicago, discussed the investment situa- 
tion in this country as affected by war. 
He gave his theory as to why Hitler 
cannot stop his march, why the United 
States must stop it and why he feels 
this country will do so. He saw _na- 
tional preparedness expenditures as hav- 
ing a depressing effect upon the inter- 
est rates, but refused to commit himself 
as to whether the interest level would 
Continue to fall. 

Mr. Hinkle was graduated from 
Hillsdale College 18 years ago and went 
to Chicago a total stranger to enter the 
Insurance business with the Equitable 
as an agent. Since 1932 he has been 
assistant manager. In 1926 he took the 


special life insurance course in the Uni- 


versity of Pittsburgh and in 1936 at- 
tained the C.L.U. designation. 

He is considered an authority on so- 
cial security and its adaptation to life 
insurance, having originated the Social 
Security slide rule sold by THE 
NATIONAL UNDERWRITER, and has ap- 
peared as speaker before many life un- 





HINKLE 


ROLAND D. 


derwriter associations throughout the 
country. 

In 1940 he qualified as an Equitable 
group millionaire, paying for $1,380,000 
in group business. Again in 1941 he 
has qualified as a group millionaire, hav- 
ing paid for $2,800,000 in group cover- 
age, placing him second on the society’s 
group honor roll for the first five 
months. 





Woellner Sees No Inflation 


Dr. F. P. Woellner of the University 
of California at Los Angeles gave the 
Los Angeles C.L.U. chapter his views 
on what will happen to us in 1941 and 
1942. He held that there will be no in- 
flation in 1941 or 1942, saying that the 
increased tax program and the fixing of 
prices will militate against any inflation, 
and that while neither of those things 
are desirable, they are better than 
inflation. : 





Round Table on Objections 

A round table discussion on present 
day objections was held by the Pitts- 
burgh C.L.U. chapter. Philip S. Smith, 


tax consultant Edward A. Woods Com- 
pany, general agent Equitable Society, 
outlined some of the obstacles in in- 
creased estate and inheritance taxes and 
at the same time pointed out the bene- 
fits of life insurance in meeting those 
taxes. 

R. S. Koehler, Jr., Mutual Benefit 
Life, said the objections arising from 
uncertainty of the future could be met 
by the statement that no matter what 
the future may bring, the family still 
will need income if the head of the fam- 
ily is taken out of the picture. 

W. R. Furey, Berkshire Life, sug- 
gested that the message be put across 
that the average person today must still 
stick to schedule and put away part of 
today’s earnings for tomorrow’s needs. 

John E. Davis, Massachusetts Mu- 
tual, said increased taxation could be 
met in some cases by turning other as- 
sets into cash and using it to buy life 
insurance. 

Edwin A. Coyle, general agent Mas- 
sachusetts Mutual, introduced the 
speakers. 





The Cleveland C. L. U. chapter will 
hold its annual meeting at the Aurora 
Country Club July 11. 





Diamond Life Bulletins increase sales. 
= — write 420 E. Fourth St., Cin- 
cinnati. 


John Hancock Names Klug 
Rochester General Agent 


A. J. Klug has been appointed gen- 
eral agent of John Hancock Mutual 
Life at Rochester, 
N. Y., succeeding 
F. S. Baxter, who 
resigned to devote 
his time to pé€r- 
sonal production. 
Mr. Baxter has 
been general agent 
at Rochester for 15 
years. He has been 
with the John 
Hancock since 
1922, and as an 
agent was a mil- 
lion - dollar pro- 
ducer. He was na- 
tional high man 
with the company in 1924. 

Mr. Klug has been with John Han- 
cock for 21 years. He started as a 
clerk in the Rochester office and served 
as cashier there and in Peoria, Ill. The 
past four years he has been agency 
supervisor in Rochester. 





A. J. Klug 





V. J. Harrold, Fort Wayne general 
agent Lincoln National Life, has been 
reelected president of the Fort Wayne 
Methodist Hospital Foundation. 





HERE’S WHERE 


tection. 


ADVANTAGES: 


10. 








One proposed inflation check is the limitation of the 
production of consumers goods. That means more con- 
sumer dollars to be directed into savings and family pro- 


Defense industries and others in your own community 
are ideal prospects for Minnesota Mutual's complete insur- 
ance protection, especially through the Pay-Roll Deduction 
Plan for the employee groups. Over 500 firms now endorse 
this plan, and new ones are being added each week. 


OUR FIELD FORCE ENJOYS THESE ADDITIONAL 


1. A liberal agency contract 

2. A plan for financing your agency 

3. Accounting methods to guide you 

4. Proven plans for finding—training agents 
5. A liberal financing plan for your agents 
6. A unique supervisory system 

7. Organized Selling Plan 

8. Unusually effective selling equipment 

9 


. Policies for every purpose: Regular — Family — 
Juvenile—Women—Group—Payroll-Savings, etc. 


Low monthly premiums 


A $240,000,000 Mutual Company, 61 years old, with an 
understanding, cooperative Home Office 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 


YOU COME IN! 
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Blackford New Medical Section Head 


(CONTINUED FROM PAGE 3) 





field force or our home office agency or 
other executives by reversing underwrit- 
ing decisions without new facts which 
justify a change of the applicant’s 
status as a risk. 


Policy of Expediency Wrong 


“Far-sighted agency executives realize 
that an underwriting policy of expe- 
diency is destructive of agency morale. 
They know that the inevitable result of 
loose and overly-liberal selection stand- 
ards is high mortality. The agent him- 
self has a very vital interest in his com- 
pany’s underwriting policy. The field 
man whose career is life insurance 
should be as interested in the welfare 
of his company as you and I. He should 
accept underwriting responsibility. He 
should not welcome a short period of a 
so-called underwriting spree, knowing 
full well that when the spree is over, 
selection methods will have to be 
tightened up all along the line.” 

There are a few advocates of mathe- 
matical precision in the business who 
feel the science of underwriting has de- 
veloped so it is strictly a matter of sim- 
ple addition and subtraction of debits 
and credits found in underwriting man- 
uals, Dr. Robinson said. There are also 
medical men who fail to adjust their 
thinking, who think exclusively in terms 
of individual clinical cases rather than 
in terms of groups of cases. These men, 
he said, are as much out of line in pres- 
ent-day underwriting as the overly en- 
thusiastic statisticians. 


ACTION UNSETTLING 


When one company accepts and an- 
other declines or rates the same case 
presented concurrently, it is difficult for 
the agent and insuring public to under- 
stand such action. Medical men under- 
stand the differences in underwriting 
policy which makes such a phenomenon 
possible. Occasional honest difference of 
opinion resulting in more liberal treat- 
ment of a risk by one company than 
by another represents healthful competi- 
tion, Dr. Robinson said. Yet, often such 
div ersity of action may be due to failure 
of one company to obtain complete and 
accurate facts. This condition is not 
desirable, he said, because it destroys 
confidence of the public and field force. 

“Tf we collectively adhere to accurate 
and complete facts as the bedrock of 
any underwriting transaction, we will 
take a big step toward eliminating un- 
sound underwriting competition and the 
resulting difficult situations which can- 
not be satisfactorily explained to either 
the agent or the applicant,’ he concluded. 


CLINICAL JUDGMENT 


Dr. J. T. Bowman, medical director of 
London Life, discussed the value of clin- 
ical judgment in underwriting. He 
praised the work of lay underwriters, 
although he said clinical judgment has 
special value. The efforts of both groups 
should be combined and the clinical men 
can greatly help the lay underwriters, 
who, Dr. Bowman said, are keen for 
knowledge. The medical men can help 
by jotting down a résumé of a case as 
they have sized it up and slipping this 
to the file to go back to the outer office. 
Sometimes the laymen’s pointed ques- 
tions reveal weaknesses in the size-up 
of a case. There should be conferences 
between the two groups. Dr. Bowman 
said the medical men must realize the 
danger of being withdrawn from the 
practice of medicine. Rust gathers 
quickly on an unused blade, he said. 

Life insurance has been built on fair- 
ness and justice to all, he stressed. 
Sound clinical judgment cannot merely 
winnow from applications the dangerous 
or bad cases. but also pick out the un- 
usually favorable ones which might be 
rejected if entire dependence were 
placed on classifying applicants into. 
broad groups without sufficient consid- 














eration for the individual characteristics 
of each particular risk. 

He suggested medical directors de- 
velop any given case by four steps: 

“1. Be able, when presented by a cer- 
tain fragment of history or physical sign, 
to judge immediately of its possible im- 
portance and allow him to institute fur- 
ther search to complete the picture. 

“2. Allow him, again because of his 
training and knowledge, to fit the vari- 
ous factors together much as one would 
assemble a jig-saw puzzle, making a 
complete and balanced whole. 

“3. Allow him then to interpret this 
picture, simplifying the problem by ob- 
serving what becomes important and 
what unimportant. 

“4, Lastly, allow him now to weigh 
the case and pass final judgment. It is 
here he may use actuarial aid, if the 
problem in hand has had any statistical 
studies, combining this with his own 
experience, personal or acquired.” 


Cancer Improvement Noted 


No advance in methods of prevention 
or treatment ever will abolish cancer, 
Dr. William Boyd, professor of bac- 
teriology of University of Toronto, de- 
clared in a talk on this dread disease. 
Yet he noted that in locations where it 
can be directly observed it seldom starts 
in healthy tissue. A decreased inci- 
dence of cancer will come as_ more 
weight is given to the many known 
causes. Modern knowledge has pointed 
the way to cancer prevention in many 
instances. The incidence of cancer of 
the mouth can be greatly reduced, he 
said, by oral hygiene, moderation in 
smoking and efficient treatment of 
syphilis; aniline dye cancer of the blad- 
der can be prevented by proper factory 
ventilation. Greater study of pre- 
cancerous lesions and recognition of 
their danger also will have effect. 


Tells of Hypertension Experiments 


Hyptertension, which was the subject 
of a joint committee report by Dr. H. 
W. Dingman, vice-president and med- 
ical director of Continental Assurance, 
and Pearce Shepherd, assistant actuary 
of Prudential, which is digested else- 
where in this issue, was discussed by 
Dr. Harry Goldblatt, professor of ex- 
perimental pathology and associate di- 
rector Institute of Pathology, Western 
Reserve University, Cleveland. 

This condition, he said, has been suc- 
cessfully produced in animals, thus 
making it possible to test the effects of 
various medical and surgical treatments 


that have been proposed for human 
hypertension. 

“The results of these experiments in- 
dicate,’ he concluded, “that the usual 
medical treatment does not affect the 
basic cause of the hypertension but may 
influence accessory factors, psychogenic, 
for example, which undoubtedly play a 
part in human hypertension. 


ELECTROCARDIOGRAMS 


Dr. C. C. Birchard, chief medical of- 
ficer of Sun Life of Canada, gave an 
interesting paper on the practical value 
of electrocardiograms in selection. 

“T have intentionally avoided saying 
anything about the interpretation of 
electrocardiograms for life insurance 
purposes,” he commented. “In the pres- 
ent state of knowledge of electrocardiog- 
raphy I do not believe that anyone can 
do more than to put electrocardiograms 
into three categories—the definitely 
normal, those of questionable signif- 
icance and those which are definitely in- 
dicative of morbidity, the latter, perhaps, 
being divisible into two sub-groups of 
greater and lesser seriousness of import. 
Until the insurance companies bring to 
bear their statistical machinery and in- 
vestigate the longevity performances of 
persons with different types of elec- 
trocardiograms, progress will be slow.” 








Takes Up Digestive Disorders 


In evaluating a history of digestive 
disorder indicated on a life insurance 
application, it is well to remember that 
while this group of diseases is a com- 
mon cause of sickness, it is less impor- 
tant as a cause of death, Dr. Ennion S. 
Williams, medical director Life of Vir- 
ginia, stated in an address on everyday 
underwriting practices regarding colitis, 
cardiospasm and diverticulitis. A United 
States Public Health Service survey 
showed digestive disorders caused 10.5 
percent of illnesses in a group of 32,000 
persons and only 4.4 percent of the 
deaths, while circulatory disorders 
caused only 3.3 percent of illnesses and 
21.1 percent of deaths. Thus, a history 
of circulatory disorder would have many 
times the prognostic importance of a 
history of a digestive disorder, he said. 


Significance By Age 


Another factor to be considered is the 
variation in importance of digestive dis- 
orders at different ages. Digestive ill- 
nesses are more serious at older ages 
than at younger ages. There is a ded- 
inite rise, especially after age 45. 

The American Life Convention ex- 
ecutive committee met here Wednesday, 
to discuss business affairs. 

Due to illness Dr. John R. Neal was 
unable to attend and his prepared dis- 


President of Barker Bros. 
Pacific Mutual Director 








NEIL 


PETREE 


Neil Petree of Los Angeles, president 
of Barker Brothers, large retail home 
furnishing store, has been elected a di- 
rector of Pacific Mutual Life. 








cussion on the address by Dr. William 
Boyd on “Genesis of Cancer” was read 
by Dr. Albert Torney, National Guard- 
ian Life. 

Dr. R. R. Simmons, medical director 
Equitable Life of Iowa, because of be- 
ing detained in Des Moines by business 
was not able to attend and his prepared 
discussion of Dr. Harry Goldblatt’s ad- 
dress on “Hypertension” was read by 
his assistant medical director, Dr. W. O. 
Purdy. 





Companies Take Big Bond Issue 


The International Paper Company has 
sold its entire $26,000,000 issue of first 
lien and general mortgage bonds, due in 
1965, to four life companies. The com- 
panies and their respective participations 
are: Equitable Society, $12,500,000; 
Metropolitan Life, $9,000,000; John Han- 
cock, $3,500,000; Massachusetts Mutual, 
$1,500,000. 





About 50 members of the Boston Gen- 
eral Agents & Managers Association 
enjoyed a “Jinx Smashing Outing” at 
the Hingham Yacht Club, Hingham 
Bay, on Friday, the 13th. 





MANUFACTURERS 


The business in force in the United States at the end of 
1940 established a new record for the thirty-eight years dur- 
ing which the Company has been operating in this country. 
New business continued to show a consistent upward trend. 


Over 28% of the new business issued by the Manufacturers 
Life in 1940 was on the lives of American citizens—who now 
own more than 20% of the total insurance in force. More 
than half of the Company’s $14,300,000 increase in business 
in force in 1940 was derived from the United States division. 


INSURANCE IN FORCE, 60414 MILLION DOLLARS 
(Including Deferred Annuities) 


ASSETS, 199 MILLION DOLLARS 
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Significant Conclusions on 
Hypertension by Dingman 
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more deadly than systolic. But there 
were only 63 deaths with systolic pres- 
sure over 142, only 111 deaths with 
diastolic over 93, and mortality ratios 
did not advance evenly with increases 
in pressure. 

4, The 140/90 figure, so frequently 
considered borderline between standard 
and substandard, resulted in 40 percent 
excess mortality in the 30’s, 46 percent 
excess in the 40’s, 15 percent excess 
in the 50’s. 


Relation to Suicide Rate 


5. Cardio-vascular-renal deaths in- 
creased sharply in all cases of hyper- 
tension whether diastolic or systolic. So 
also with diabetes. So also with cir- 
rhosis of the liver. 

6. Oddly, and unexplainably, the 
higher the systolic reading the lower 
the suicide rate. Would that be ‘because 
suicide is so frequently associated with 
the hypotensive states of depression and 

melancholy? But the suicide rate in- 
creased as diastolic readings went up. 

“The average duration of policy was 
not quite 4%4 years. Mortality ratios 
would probably have been higher if ex- 
posure had been longer. For instance, 
the ratios advanced from 103 to 106 
to 117 in policy years 1-2, policy years 
3-4-5, and policy years thereafter. Sim- 
ilarly, the 1929 medical impairment 
study, which was entirely substandards, 
had mortality ratios of 160-186-221 for 
like durations.” 


Are Wary of Experienced Buyers 


Underwriters watch closely for hyper- 
tension in the 50’s. They are wary of 
the experienced buyer, Dr. Dingman 
said. Older applicants out-select the 
companies so frequently that many com- 
panies refuse to write substandard risks 
at age 60 or even 55. Severe selection 
may make applicants over age 50 appear 
to be better risks than actually they 
are. 

In Table R_ of the study, he said, an 
excess mortality of 25 points or more 
showed in 40 percent of the subgroup- 
ings in the 30’s where applicants were 
known to have other impairments, 30 
percent in the 40’s, only 10 percent in 
the 50’s. “Manifestly the 50-year old- 
ers had to be extra good to be accept- 
able,” he commented. 

“Which is as it should be. Table A 
rating at age 60 requires almost $10 ex- 
tra premium for $1,000, ordinary life 
plan; at age 30, about $2.50. Mortality 
debits at age 60 cost four times what 
they do at age 30. Furthermore, 
30-year-old risks with 10 or 15 point 
debits are offset by many other risks 
that are correspondingly better than 
the basic 100 percent. In the 50’s and 
60’s these offsets are few and far be- 
tween. 


Notes Overstatement in Table 


“And, thirdly, the basic table of meas- 
urement in this study overstates stand- 
ard mortality as we regard it today. 
Based on standard issues of the 1920’s 
and 30’s, it includes many hypertensive 
cases that we now know were substand- 
ard. We didn’t know it then. If we 
could eliminate these 145/95’s, the basic 
table would be tighter, and the mortality 
ratios in the study would be higher, 
particularly so in the older ages where 
hy ‘pertension most frequently shows. 

“Tt is quite understandable, therefore, 
that the 1939 study should show com- 
paratively favorable mortality ratios for 
hypertension in the older ages. Blood- 
pressure readings of 140/90, 145/95 and 
150/100 gave mortality ratios of 115- 
142-200 percent in the 50’s, 146-200-285 
percent in the 40’s. According to this 
experience, we can underwrite leniently 
after age 50, but must be severe in 
the younger ages. However the _prob- 
able understatement of mortality in the 
50’s because of severe selection, and a 
basic table that looks to be too liberal, 
may suggest that the experience of the 





30’s and 40’s is a safer guide for us 
than the 50’s. 

“Systolic 140 gave a 135 mortality ra- 
tio in the thirties, 138 in the forties. 
Systolic 145 gave 152 and 175 ratios. 
Systolic 150 gave 195 and 211. If we 
follow this experience, 140 systolic is 
always substandard, so also 90 diastolic. 
And 160 is surely rejectable, so also 102 
diastolic. 

“We suggest a single-age rating scale 
for your discussion: 140/90, either or 
both, assess for 125 percent mortality; 
143/92, 150 percent; 146/94, 175 percent; 
149/96, 200 percent; 152/98, 225 percent; 
155/100, 250 percent; 160/102, 300 per- 
cent. 

“1, 120/80 is considered normal, all 
adult ages. 2. 140/90 is considered sub- 
standard, age-regardless. 3. 160/102 is 
considered rejectable, age-regardless. 
4. Age fifty allows one table credit in 
preferred risks. 5. If blood pressure 
rateable, and overweight rateable, ad- 
vance one table. 6. If blood pressure 
rateable, and two cardio-vascular-renal 
deaths in family history under 60, add 
one table. 7. If any cardiovascular or 
renal personal history, appraise rigdly.” 

“Quite as important as the rating 
table we adopt is the reasonableness 
of the figure with which we enter the 
scale. Dependability of reading is essen- 
tial. Occasionally readings must be ig- 
nored and risks appraised on the basis 
of medical inspection rather than med- 
ical examination. 

“Multiple readings require averaging 
or weighting or both. It is well estab- 
lished clinically that hypertensive per- 
sons show wide variations in bloodpres- 
sure readings, ncrmal persons relatively 
little. Conversely, a marked variability 
of blood pressure readings indicates a 
hypertensive tendency if, indeed the 
condition is not already present. We 
dare not disregard record of previous 
high readings, nor should we ignore cur- 
rent high reading explained on the ba- 
sis of emotionalism and accompanied by 
lower readings “when the applicant be- 
came more at ease.” Possibly we should 
average the two highest of current read- 
ings with the two highest known previ- 
ous readings, and enter our rating table 
with that figure.” 


—__~- 


Cure or Relief of High 
Blood Pressure Possible 
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mental condition is that the ratings so 
obtained be in agreement with our other 
ratings so that we will be classifying 
risks in groups that are charged appro- 
priate extra premiums. This means we 
must satisfy ourselves as to the mortality 
to be covered by our extra premiums 
and then adopt ratings that will secure 
a mortality experience for the class that 
is appropriate. 

“Originally our ratings may have 
come directly from mortality ratios, but 
we cannot assume that this relation con- 
tinues to hold true without showing that 
the mortality assumed in calculating our 
substandard extra premiums is the same 
as the mortality shown by our experi- 
ence. A rating is merely a device for 
putting a risk in its proper premium 
class. We make sure it is the proper 
class by checking our experience to see 
that the premium is adequate, but not 
excessive.” 

Mr. Shepherd recalled that most com- 
panies revised their ratings following the 
medical impairment study of 1929, and 
that the basic table (1909-1927) which 
was used in that study gives mortality 
rates that are somewhat in_ be- 
tween those of the American Men table 
and those of the basic table 1925-1937 
at younger ages, but are lower than the 
new table at ages 45 and up. He stressed 
that it is necessary for each company 
to compare the mortality covered by its 
extra premiums with its ratings. 





Miss Chlo Peterson of the Kansas 
City branch office of Business Men’s 
Assurance has been elected vice-presi- 
dent of the Women’s Chamber of Com- 
merce there. 


= s 

Retaliatory Bill 
7 * a 
in Illinois 

Illinois—Insurance companies incor- 
porated in states which do not permit 
Illinois companies to operate within 
them would be forbidden to do busi- 
ness in Illinois under a bill introduced 
in the legislature by Senator Bidwill, 
chairman of the senate insurance com- 
mittee. 

The bill would amend section 444 of 
the Illinois insurance code to add: 

“Whenever any other state or coun- 
try shall refuse to permit any insurance 
company incorporated or organized 
under the laws of this state to transact 
business according to its usual plan in 
such other state or country, the direc- 
tor may, if satisfied that such company 
of this state is solvent, operating legally 
and properly managed, forthwith sus- 
pend or cancel the license of every in- 
surance company doing business in this 
state which is incorporated or organized 
under the laws of such other state or 
country to the extent that it assures 
in this state against any of the risks 
or hazards which are sovcht to be in- 
sured against by the company of this 
state in such other state or country. 
The director shall not reinstate or li- 
cense such companies of such other 
state or country as to such risks or 
hazards until the company of this state 
has been granted permission to trans- 
act such business according to its usual 
plan in such other state or country.” 

Some observers point out that such 
a law might be helpful to State Farm 
Mutual Automobile of Bloomington, 


Ill, which has had a running contro- 
versy in its efforts to operate in 
Wisconsin. 





Invests $20,000,000 in Victory Loan 


MONTREAL—The Metropolitan Life 
is subscribing $20,000,000 to the Cana- 
dian victory loan supplementing the 
$8,000,000 it invested in Canadian war 
funds securities last year, President Le- 
roy A. Lincoln announced at the field 
conference here attended by 700 agents 
and managers. Although the U. S. neu- 
trality act prohibits investments of 
American money in any Canadian secur- 
ity placed on the market after the war 
was declared, the money being invested 
in the victory loan bonds is on securities 
maturing in the dominion. 

Regarding inflation rumors in the 
United States, Mr. Lincoln stated in an 
interview that he believes currency infla- 
tion is unlikely and in fact no longer can 
be regarded as a serious possibility. 
There are bound to be ups and downs in 
the general price level and in living 
costs, Mr. Lincoln stated. At present, 
pressure for wage increases is tending to 
move up prices. 


Agency Building Campaign 

An agency building campaign is now 
in progress in Illinois Bankers Life, run- 
ning to Aug. 17. It is known as the 
75 campaign, the objective being to 
recruit, train and put into production 
75 new agents. The plans were made 
by Vice-president Hugh D. Hart at a 
conference with several general agents 
and home office supervisors. 
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Assail Non-Admitted Problem Spiritedly Turner Ils Named 


(CONTINUED FROM PAGE 1) 





in their belief that any legislation that 
is passed should have practically no ex- 
ception for the benefit of this or that 
type of institution. Lucas of Missouri 
said that the reciprocals in his state had 
urged the point that they should be per- 
mitted to operate on a non-admitted ba- 
sis in any other state which does not 
permit reciprocals of any kind to be 
licensed, such as Massachusetts. Mr. 
Lucas replied that the _ reciprocals 
should not have that privilege. If a 
state is not willing to admit reciprocals, 
those institutions should not “elbow 
their way in.” 

Thompson of Oregon offered a model 
bill which prohibits a domestic insur- 
ance company from operating in any 
other state on a non-admitted basis. 
The members of the committee agreed 
that the effort should not be made to 
induce each of the states to enact iden- 
tical legislation. That is a problem for 
each commissioner to handle with his 
own legislature, but each state should 
enact legislation to accomplish the pur- 
vose of that model bill. The report of 
the committee contained this bill and 
the convention adopted a_ resolution 
memorializing each commissioner to 
urge upon his legislature at the next 
session the adoption of such a measure. 


Attitude of Pink 


Pink of New York said he is entirely 
sympathetic with the objective. If 
New York should enact such a law, he 
said, it would have a serious effect on 
Postal Life of New York and Com- 
mercial Travelers of Utica, both of 
which operate through the mail and 
which are licensed only in New York. 
These are legitimate institutions about 
which there is no complaint but Mr. 
Pink said that he would not hesitate to 
move against these companies if he 
were assured that the program of en- 
forcement would be on a truly national 
basis. He said he would be distressed, 
however, to take action against these 
companies if enforcement were not na- 
tional and the program did not result in 
elimination of fly-by-night organizations 
throughout the country. 

Burt of South Dakota said that the 
statute of his state imposing a 5 per- 
cent penalty tax on purchasers of non- 
admitted insurance has had a good 
effect. The department jhas actually 
made such collections from buyers of 
non-admitted insurance. 

It was brought out that legislation 
similar to that endorsed by the associ- 
ation, is now in effect in nine states and 
in Manitoba. 

The text of the resolution that was 
adopted at Detroit is: 

Whereas, the transaction of unauthor- 
ized insurance business by foreign and 
alien companies is a source of great 
injustice to those insurers and _ their 
agents complying with the insurance 
laws of the several jurisdictions, and 

Whereas, the transaction of such un- 


authorized business results in many 
cases in fraud upon and disappointment 
to an uninformed public, and 

Whereas, the transacticn of such un- 
authorized business denies to policy- 
holders access to the courts or effective 
relief through the insurance depart- 
ments of the several jurisdictions 
wherein such policyholders reside, and 

Whereas, the transaction of unau- 
thorized insurance business constitutes 
an offense against the spirit of the in- 
surance laws and of the taxing laws of 
the several states and provinces, and 

Whereas, the conduct of companies 
transacting such unauthorized business 
reflects on the whole institution of in- 
surance, now 

Therefore, be it resolved by the Na- 
tional Association of Insurance Com- 
missioners that each insurance depart- 
ment of the United States and of the 
Dominion of Canada be requested to 
urge upon the law-making body of its 
respective state or province, at the 
next session thereof, the adoption of the 
following suggested statute or a similar 
one: 

Whenever the insurance commissioner 
of the state (province) shall determine 
after a hearing, ten days’ notice of which 
shall be given stating the time, place and 
purpose of such hearing, that any in- 
surer organized under the laws of this 
state (province), whether on the stock, 
mutual, reciprocal, fraternal or other 
plan, or that any of the representatives 
of such insurer wilfully shall have trans- 
acted or attempted to transact or solic- 
ited business in any manner or accepted 
risks in any jurisdiction in which such 
insurer is not licensed in accordance 
with the laws of such jurisdiction it shall 
be his duty to revoke the certificate of 
authority of any such offending insurer; 
provided, however, that the foregoing 
provisions shall not apply to a domestic 
insurer when the major portion of such 
risKs originated in a jurisdiction wherein 
such insurer was licensed to transact 
such class or classes of business and 
when such origin was by other means 
than by circularization or by advertis- 
ing locally in any such jurisdiction 
wherein such insurer is not licensed. 

The term “transacting business,” as 
used herein, shall be defined to include, 
in addition to its usual interpretation, 
advertising locally in any foreign juris- 
diction in which an insurer is not li- 
censed or circularizing in any such juris- 
diction without regard for the source of 
such circularization whenever such ad- 
vertising locally or such circularization 
is for the purpose of solicitation of in- 
surance business. 


Peoria Life Decision Stands 


SPRINGFIELD, ILL.—The Illinois 
supreme court has declined to reconsider 
its previous decision holding former 
agents of Peoria Life cannot recover re- 
newal commissions on policies reinsured 
with lien in Alliance Life. The court 
originally held with the agents but re- 
versed itself on a rehearing. 


NEW COMPENSATION PLAN 


1. Lifetime service commissions. 


2. Extra compensation for preferred business. 


. Liberal Retirement Plan for permanent agents. 
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tions including TNEC comments, are 
largely founded on the contention that 
too much emphasis or weight has been 
given to quantity and not enough to 
quality business. 


Other Criticisms Raised 


Other criticisms are that the agent’s 
income is too irregular, that his 
income is not equitably distributed and 
that his earnings reach their peak about 
the 15th year, and that the income of 
the average agent begins to fall when 
he passes age 55 years and that at 65 
years his earnings are but 50 percent of 
what they had been at age 55. Because 
of this situation the agent borrows 
against his renewal commissions to the 
extent that when he is too old to work 
he has nothing remaining from his pro- 
ductive years. 

Mr. Zimmerman also touched upon 
the waste in compensation in the form 
of renewals to men no longer in the busi- 
ness. This is a sore spot with some of 
the older men in the business, since they 
take the positions that renewals are 
really a part of the commission spread 
out over a period of years. 

Another criticism is that the new 
man’s income is too low the first year 
and that it takes him from four to five 
years to reach a level equal to that of 
his earnings in the position he quit to 
enter life insurance. 


No Plan Will Solve All Problems 


After studying the compensation ques- 
tion, the joint committee concluded that 
no plan of compensation will solve all 
of the problems of the business. Com- 
pensation is no substitute for supervi- 
sion, Mr. Zimmerman said, “since you 
can’t pay $200 a month to an agent who 
is worth only $100. Furthermore, you 
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can’t discriminate against the older men 
in the business in order to solve the 
problems of young agents, nor can you 
favor the mediocre agent while penaliz- 
ing the successful agent.” 

Changes in compensation should pro- 
ceed slowly and on an optional basis 
and if possible be done within statutory 
limitations. Mr. Zimmerman warned 
that any change must not be made at 
the expense of the policyholder nor 
should the industry lose sight of the fact 
that there are competitors such as sav- 
ings bank life insurance and other in- 
vestments in which policyholders can 
place their funds. 


Retirement Plans Viewed 


In touching on retirement plans, Mr. 
Zimmerman said that most of those now 
in effect are on the contributory plan. 
In this connection, none of the plans ‘with 
which he is familiar are satisfactory in 
his opinion. One criticism is that plans 
favor the new man at the expense of 
the agent from 45 years up. Pension 
plans must consider not only new busi- 
ness but also insurance in force.. The 
inclusion of life agents under the old 
age retirement features of the social se- 
curity act is gaining in favor, he said, 
adding he would not be surprised if 
they are brought under it before the 
close of this year, saying the pension 
problems of the agent would be greatly 
solved by such inclusion. 

There are many savings that can be 
made to obtain funds for pension plans, 
such as recruiting a smaller number of 
new men, doing a better job of training, 
reduction in agency office space, with re- 
sultant drop in other office expenses, 
such as stenographers, telephones, light, 
etc., and also more adequate training of 
general agents and managers. 

Ralph W. Hoyer, Columbus, O., gen- 
eral agent John Hancock Mutual Life, 
discussed “Recruiting and Motivating 
Agents.” He favors a few qualified men 
to a larger agency force of men who 
individually write only a small amount 
of business. 


Seeks Career Men 


In recruiting agents he always bears 
in mind the ever increasing services they 
must render to a client after business is 
placed. He seeks career men, not those 
who just take to the life insurance busi- 
ness to see what they can do. 

A panel discussion on “Monday Morn- 


ing Meetings” was directed by Adam 
Rosenthal, Acacia Mutual Life. Other 
participants were: Rex Jeffery, Provi- 


dent Mutual Life; A. W. Green, Equit- 
able Society; Walter S. Payne, Pruden- 
tial; William H. Van Sickler, State 
Mutual Life and Frank M. See, New 
England Mutual Life. 

The following “Do’s” for agency meet- 
ings were suggested: Start and stop on 
time, have a definite procedure for meet- 
ings, recognize all birthdays and service 
anniversaries, commend good work on 
the part of any individual before the en- 
tire group, present at least one good 
sales idea at each meeting, use the black- 
board, assign agents subjects for discus- 
sion sufficiently in advance to allow for 
adequate preparation, accumulate ma- 
terial for meetings a week in advance, 
create a spirit of optimism. secure best 
available outside speaker four times a 
year, close with a lift. 


Don’ts Are Presented 


The don’ts prescribed were: “Don’t 
have a meeting unless you have prepared 
for it, don’t read to your men—digest 
the material and talk to them; don’t do 
all the talking yourself, don’t let any one 
member of your agency regularly mon- 
opolize the meeting time in talking, don’t 
spend the time in reminiscence of what 
great things you have accomplished in 
the past, don’t direct at those present 
the remarks you intend for those who 
are absent, don’t blame the ones who 
are doing a good job for the failure of 
the group, don’t criticize an agent in an 
open meeting, and don’t take yourself 
too seriously.” 

At the sales congress Wellborn Estes, 
associate general agent, Aetna Life and 
president St. Louis association, extended 
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RUSSELL C. WHITNEY 


_ Russell C. Whitney, assistant general 
agent of the James G. Hill agency of 
Connecticut Mutual in Chicago, has 
qualified for the first time as a mem- 
ber of the Million Dollar Round Table 
of the National Association of Life 
Underwriters. His qualification was 
announced this week by H. Kennedy 
Nickell of the Connecticut General Life 
in Chicago, who is chairman of the 
Million Dollar Round Table. 

Mr. Whitney has become one of the 
leading personal producers in Chicago, 
having recently completed his first club 
year with Connecticut Mutual by lead- 
ing the entire agency organization of 
the company. He has been in the life 
insurance business in Chicago for the 
past seven years and with the Hill 
agency for the past year and a half. 








the welcome. President-elect Turner 
presided. 

H. A. Hedges, Kansas City, general 
agent Equitable Life and National asso- 
ciation trustee spoke on “Enthusiasm 
Does the Trick.” 

Mrs. Lorraine L. Blair, Connecticut 
Mutual Life, Chicago, spoke on “Wom- 
en, Important or Not.” 

Women are taking a greater interest 
in financial affairs, Mrs. Blair pointed 
out. Women are approaching rapidly to 
a business equality with men. Although 
most of the wealth in the hands of 
women has been inherited, an increas- 
ing number of women are going into 
business for themselves and making a 
success of it. Even where husbands 
leave good sized estates when they die, 
in most cases they do not prepare their 
wives for handling financial matters. 

Mrs. Blair said a housewife has a defi- 
nite economic value and the income 
from even a $5,000 policy can’t replace 
her services as a housewife. Until re- 
cently it was unusual for a woman to 
carry more than a $1,000 life insurance 
which would merely cover the cost of 
burial and last illness. 

In defining “The Indispensable Agent,” 
Chester O. Fischer, vice-president Mass- 
achusetts Mutual Life, said he is the 
one who knows his business and really 
renders a service to his real bosses— 
the policyohlders. 

“The United Service Organization 
Campaign,’ was discussed by Walter 
by! Head, president General American 

ife. 

An “Information Please,” program was 
presented by Walter N. Hiller, Penn 
Mutual Life, Chicago. 

Harry T. Wright, president National 
Association of Life Underwriters con- 
tinued his drive to eliminate the incom- 
petent agents. He answered the criti- 
cism that the National association is run 
by the general agents and managers by 
suggesting that more personal produc- 
ers devote time to association work. 


Fidelity Investment Now 
Under Federal Rule 


A group of state securities commis- 
sioners held a conference in Chicago the 
other day to consider the issue that has 
arisen as to whether the deposits that 
were made by Fidelity Investment As- 
sociation of Wheeling, W. Va., in the 
various states are earmarked for con- 
tract holders in those states or whether 
the deposits have to be turned over to 
the general estate of Fidelity. Initially 
there was a state receivership in West 
Virginia for Fidelity Investment, but 
now a federal trustee is in charge under 
order of the federal court at Charles- 
ton, W. Va. Appointment of a trustee 
was at the instance of a group of the 
old owners and management of Fidelity 
and apparently represents an attempt to 
reorganize Fidelity and put it back in 
the field. 

The Chicago meeting was attended 
by representatives of nine states. The 
commissioners apparently are very de- 
termined in their stand that the state 
deposits shall be held for the benefit of 
the contract holders in the individual 
states. Fidelity operated under the jur- 
isdiction of various departments in the 
different states. In some states it came 
under the insurance department, in 


others under secretary of state, etc. The 
laws in the various states differ and the 
status of the deposits seems to be dif- 
ferent in each state. 

Under the current proceedings, the 
management is endeavoring to reorgan- 
ize Fidelity as an insurance company. 
As a matter of fact when it was placed 
in receivership it was then known as 
Fidelity Assurance Association although 
it had not actually commenced the is- 
suance of life policies. 


Clarifies Securities Purchases 


When an officer or director of a do- 
mestic insurer is also a director of a 
bank or brokerage firm his insurer 
cannot purchase securities from the 
brokerage firm or bank, according to 
an opinion of the Kentucky attorney- 
general. The opinion had been asked 
by the state insurance department. 

“While a director’s vote in the matter 
may count but one, his influence may 
count much and his interest is appar- 
ent,” the opinion read. 





Clancy D. Connell, general agent of 
Provident Mutual Life, New York City, 
has been reelected chairman of the 
alumni council at Hamilton college. The 
council was formed last year with Mr. 
Connell as its first chairman. Mr. Con- 
nell graduated in 1912. 
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“Say, fellows—this letter from the Company 
means six bucks more per month for me at 65!" 


During June, such exclamations of joy will be heard in many 
GUARANTEE MUTUAL LIFE offices throughout the country, as 
quite a large group of men open letters from the Company inform- 
ing them of the amount of income at Age 65 they earned for them- 
selves during 1940, under Guarantee Mutual’s Income Continuance 


Plan. 


In this large group there are some, it is true, who earned a bit 


less than “six bucks,” 


but there were a number of others who 


earned considerably more—because the amount is dependent en- 
tirely on the volume of quality business paid for. 


This plan, embodying death benefits and non-forfeiture values 
before Age 65, and requiring no contribution by the agent, in com- 
bination with a liberal contract which provides “doubled up” re- 
newals during early policy years (with no reduction in first year 
commission), is attracting men who want to be successful now— 
and remain successful after Age 65. 


Write A. B. Olson, Agency Vice-President, 
for Details of Our 
“BUILDERS OF MEN” Agency Plan. 


GUARANTEE MUTUAL LIFE CO. 
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Need for Life Insurance Administrators 


Tue election of A. E. Patterson, now 
agency vice-president of Penn Mutual 
Life, as vice-president of Mutual Life 
in charge of all insurance operations is 
highly significant. President L. W. 
Douglas of Mutual is getting his bear- 
ings. He has courage, sound judgment 
and insight. 

When Mutual Life promulgated its 
annual statement, he literally opened the 
vitals of the institution. He freely 
acknowledged what mistakes had been 
made, what weaknesses developed, and 
then he inspired confidence by inform- 
ing policyholders what was being done 
to swing the company in the progressive 
column and restore it to its accustomed 
place. He concealed nothing. He re- 
sorted to no euphemistic phrase to 
camouflage an unsatisfactory situation. 
That one act did much to send new life 
blood through Mutual Life’s veins. 

Mr. Douglas is not an insurance man 
in the sense that he was brought up in 
the business. He saw the necessity of 
empowering a thoroughgoing life insur- 
ance man with authority to administer 
the life insurance department. It is not 
the work for a lawyer, an investment 
man, an accountant, a manufacturer. It 
calls for one experienced in the ramifica- 
tions of life insurance, one who knows 
the business from stem to gudgeon. 

Other departments—legal, investment, 
medical—all require experts. By coor- 
dinating the entire life insurance func- 
tions under one experienced head, there 
will be an opportunity to develop a 
smoothly running, harmonious machine. 

In days gone by the need for a life 
insurance man. of wide experience to 
guide the insurance department may not 
have been so vital. If a company lost 
on its insurance operations, the deficit 
could be made up by the investment 
profits, but today, where are the invest- 
ment profits? The insurance operations 
must be profitable and self-sustaining. 
That department must stand on its own 
bottom and work out its own salvation. 
It requires a high order of seasoned 
insurance talent at its head. Decisions 
must be made by those who know the 
terrain, the geography, the hills and hol- 
lows, the dangers. 

At the TNEC investigation this point 
was brought out. A _ president was 
questioned as to whether the industry 
itself was developing the life insurance 
men who were experienced in adminis- 
tering the insurance technique, the pro- 
fessional aspects, the practical operating 
machinery. In other words, the ques- 


tioners sought to learn whether life 
insurance companies were primarily in- 
surance institutions or something else. 
If life insurance is to be the big ob- 
jective, then a company’s insurance 
machinery requires a life insurance en- 
gineer to run it. And he must not be 
an amateur. He must know when, how 
and what to do. 

Some other observations are suggested 
by this highly important move. It isn’t 
easy to lose an executive of the caliber 
of Mr. Patterson. For that reason the 
atmosphere of cordiality surrounding the 
relations of President John A. Steven- 
son of Penn Mutual and President 
Douglas of Mutual Life deserves more 
than passing comment. Because of Mr. 
Douglas’ high principles and his friend- 
ship for Mr. Stevenson, it can be assumed 
beyond question that Mr. Douglas 
would never have broached the sub- 
ject to Mr. Patterson if the Penn 
Mutual’s chief executive had raised the 
slightest objection. 

Mr. Stevenson is too good an admin- 
istrator and a picker of men not to have 
known better than anyone else what it 
would mean to the Penn Mutual and to 
himself personally. It must have been 
an extremely difficult decision to make. 
Yet he must have had in mind not only 
the greater opportunity opening up to 
his old friend Alexander Patterson but 
also the consideration of service to the 
institution of life insurance. If, as 
President Douglas and the Mutual’s 
board evidently felt, Mr. Patterson was 
uniquely qualified to make an important 
contribution with the Mutual Life’s 
progress, this contribution would be a 
service to the entire life insurance busi- 
ness. 

The theme of Ernest Hemingway's 
great novel is Doctor John Donne's 
thesis that no man dies without affecting 
all humanity and therefore, “Never send 
to know for whom the bell tolls: it 
tolls for thee.’ Applying the converse 
of this thought, whatever is done to pro- 
mote the welfare of any one life insur- 
ance company benefits the institution as 
a whole and in a measure all the com- 
ponent parts of the institution, including 
the Penn Mutual. 

Mr. Stevenson’s broad-gauge attitude 
toward the losing of one of his key ex- 
ecutives serves to emphasize the dis- 
tance the life insurance business has 
come since the old days of cutthroat 
competition and wholesale proselyting 
of home office and field personnel. The 
life insurance business has taken a step 


ahead when an important executive can 
go from one major company to another 


under the circumstances which marked | 
Mr. Patterson’s move. : 


Getting at the Prospect's Mind 


THE primary object of life insurance 
from a family protection standpoint is 
to provide income when that income 
stops. Therefore, an agent finds his 
most reasonable approach in working 
out a plan for his prospect is to secure 
the latter’s idea of what in his mind 


should bé a reasonable and proper jn. | 
come when his own income is stopped 
by death. The agent himself can only ; 
advise but the prospect has in his own 
mind what he believes are his moral ob- 
ligations and what is his responsibility 
to his dependents. 








PERSONAL SIDE OF THE BUSINESS 





Frank A. McNamee, Albany, N. Y., 
general agent of Equitable Society, ob- 
served his 45th year with the company, 
being honor guest at a celebration at 
Lake George. V. S. Welch, second 
vice-president, represented the Equitable 
at the gathering. 

Oliver R. Beckwith, counsel of Aetna 
Life, has been elected a trustee of 
Berkeley Divinity School at New Ha- 
ven, Conn. Mr. Beckwith is chancellor 
of the Episcopal diocese of Connecticut. 


Lieut.-Commander Henry Mosler, 
former chairman of the Million Dollar 
Round Table, on leave from naval du- 
ties in Washington, went to Los An- 
geles for the graduation of his daugh- 
ter, Kate, from Scripps College. On 
his return to Washington he learned 
of the birth of a grandson, born to his 
daughter, Mrs. C. V. Abrahams, in 
Cincinnati. 

Mrs. Joseph Rowland, better known 
as Miss Mary Keeley to those having 
occasion to call on Superintendent Pink 
at his New York City office, is now 
back at her desk after a prolonged ab- 
sence, during which she became the 
mother of a daughter Mary, born 
March 20. Miss Keeley went to the de- 
partment in 1929 and has served as sec- 
retary to Superintendents Conway, 
Behan, Van Schaick, and Pink. She 
is also secretary to the state insurance 
board. 

G. A. Bangs, president of American 
United Life, and Fred L. Conklin, vice- 
president of Provident Life of Bismarck, 
N. D., as chairman and vice-chairman, 
respectively, of the North Dakota Capi- 
tol Commission, made an official inspec- 
tion tour through the new state house. 
The commission has been lauded for its 
excellent work in designing the struc- 
ture. Mr. Bangs, formerly of Grand 
Forks, N. D., now resides in Indianap- 
olis. 

O. J. Arnold, president Northwestern 
National Life, has been appointed chair- 
man of the Minnesota state committee 
on U. S. Defense bonds. 

“Most typical father” in Birmingham, 
Ala., is Robert E. Carmichael, special 
agent Life & Casualty of Tennessee, ac- 
cording to a decision of a chamber of 
commerce committee. 

R. K. G. Rice, Baltimore general agent 
of Equitable Life of Iowa, was elected 
a trustee of Gettysburg College, from 
which he graduated in 1922. Mr. Rice 
is general agent for Maryland and part 
of West Virginia. He is past president 


of the Baltimore Chapter of C. L. U, 
and for 10 years was president of the 
National Association of C. L. U. of the 
Equitable. 

Dix Teachenor, Kansas City, in 1940, 
as for many years, the largest personal 
producer of the Kansas City Life, is 
celebrating his 25th service anniversary. 
Mr. Teachenor’s renewal record, over 
93 percent for the past five years, was 
97.3 percent for 1940—his highest mark, 

Carroll C. Day, Oklahoma general 
agent Pacific Mutual Life, was elected 
a director of the Community Chest & 
Councils. He will represent the south- 
west regional conference on the national 
council for the next two years. 

Over 700 officers and home office em- 
ployes of the Pacific Mutual Life at- 
tended the annual picnic at Barney Old- 
field’s Club in the San Fernando Valley. 
The girls soft ball team which repre- 
sents the company in a league walloped 
the company officers 35 to 9 when the 
scorekeeper stopped counting. 

George H. Wilson, vice-president and 
chief counsel Fidelity Mutual Life, ac- 
companied by Mrs. Wilson, is spending 
a month’s vacation in southern Cali- 
fornia. 

In recognition of his 35th anniversary, 
G. F. Limback, agency secretary West 
Coast Life, was guest of honor at an 
executives’ luncheon in San Francisco. 
Mr. Limback joined the West Coast 
when it was organized shortly before 
the 1906 earthquake in San Francisco. 
He is the oldest employe. He was pre- 
sented a _ sterling silver platter by 
President Francis V. Keesling. Mr. 
Keesling is a 31 year veteran. Includ- 
ing Mr. Limback and President Kees- 
ling there were six executives present 
with a total of 171 years of service. 
Others were Vice-presidents Gordon 
Thomson, 31 years, and Harry J. Stew- 
art, 22 years; C. C. Warner, secretary, 
25 years, and Otto Langpaap, inspector 
of agencies, 27 years. 

Hurd J. Crain, Atlanta, general agent 
of Penn Mutual Life, has been named 
state vice-president of the Navy League 
of the United States. He succeeds 
Jesse Draper, local agent, who has been 
called into active service with the rank 
of lieutenant commander. 

A quarter century with. a ig Mu- 
tual Life was observed by W. C. Schup- 
pel, executive vice-president. He cele- 
brated the occasion with friends in 
Pueblo, Colo. He is on a month’s busi- 
ness trip which includes attendance of 
the meeting of the executive committee 
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of the American Life Convention at Hot 
Springs, Va. and the Sales Research 
Bureau school at Sun Valley. He joined 
Oregon Mutual in 1916 as agency su- 
pervisor. 

R. S. Edwards, Chicago general agent 
of Aetna Life, won three blue ribbons 
in the Hinsdale (Ill.) horse show with 
his saddle mares, Kitty Foyle and Am- 
ber Lady. Kitty Foyle was awarded 
the blue ribbon for the five gaited mare 
class and also for the main prize in the 
show, the five-gaited stake. Amber 
Lady won the blue ribbon in the three- 
gaited class. Kitty Foyle has made 
three starts and won three blues, hav- 
ing won for five-gaited novice in the 
International Horse Show last year. 
Thus Mr. Edwards’ horses have never 
been beaten. They were entered in the 
name of Mrs. Edwards. 

John T. Shirley, New England Mu- 
tual, Pittsburgh, has been elected an al- 
umni trustee of Bucknell University. 

. N. Lochemes, assistant secretary 
Northwestern Mutual Life, and Mrs. 
Lochemes celebrated their silver wed- 
ding anniversary. 

G. A. Davenport, San Antonio, Tex., 
general agent, John Hancock Mutual 
Life, is at his home recuperating from 
an appendectomy. 

The office of Earl H. Weltz of Phila- 
delphia, who is general agent for a num- 
ber of life companies and does a special- 
ized type of business throughout the 
country, has been besieged with in- 
quiries as to whether Mr. Weltz has yet 
been located. The inquirers have been 
very much puzzled when they were told 
that Mr. Weltz is very much on the job 
and has been in Philadelphia right 
along. It seems that another Earl 
Weltz and a broker left Philadelphia by 
airplane some time ago in a storm and 
have been missing ever since. Dozens 
of persons jumped to the conclusion that 
the missing Mr. Weltz was the insur- 
ance man. 

W. T. Earls, general agent Connecti- 
cut Mutual Life, Cincinnati, is engaged 
to Anna Hillenmeyer of Lexington, Ky.., 
daughter of Mr. and Mrs. L. E. Hillen- 
meyer. Mr. Earls attended Holy Cross 
University. He is a son of W. A. Earls, 
Cincinnati general insurance agent. The 
marriage will take place later in the 
summer. 

Lieut. W. H. Siegmund, U. S. N., 
Los Angeles general agent of Connecti- 
cut Mutual Life, who joined the navy 
in February, and who has been gunnery 
officer in the naval base at San Diego, 
Cal., has been transferred to sea duty 
and now is executive officer of the 
U. S. S. Kennison. Just previous to 
assuming his new duties he was pre- 
sented with the Naval Reserve Medal 
for 10 years of meritorious service in 
the reserves. 


DEATHS 


Max Leifer, 60, a Metropolitan Man- 
ager in Kansas City 14 years before his 
retirement last year, died there. He was 
transferred to Kansas City from Chicago 
in 1926. 

Mrs, Raymond T. Smith, 42, wife of 

the vice-president of Alfred M. Best Co. 
at Chicago, died Wednesday of last week 
at St. Francis Hospital, Evanston, III. 
where she was taken from her home in 
Golf, Ill., where she suffered a sudden 
attack, 
. Mr. Smith was notified by telephone 
in Detroit, where he was attending the 
Insurance commissioners meeting, of 
the death of his wife and he was able 
to get a plane at 1 o'clock. His brother, 
Arthur G., who is connected with the 
Illinois insurance department at the Chi- 
Cago office, was attending the conven- 
tion and accompanied his brother home. 
Thomas Morrell of the Best Company 
in New York, who formerly was asso- 
ciated with Mr. Smith in Chicago, took 
a plane and arrived in Chicago Wednes- 
day evening. Mr. Morrell has been in 
charge of the Chicago office during the 
absence of Mr. Smith. 

A. M. Best had an engagement to 











address the life underwriters meeting at 
St. Louis Thursday. He did that and 
then went to Chicago to be with Mr. 
Smith. He was one of the pallbearers 
at the funeral. Mr. Smith accompanied 
Mr. Best to the latter’s summer home 
at Peru, Vt. where he intends to stay 
a week. 

The funeral services were very im- 
pressive. The chief address was made 
by Ferre C. Watkins, president of the 
Union League Club, and attorney for 
the Illinois insurance department’s 
liquidation bureau. He is an intimate 
friend of Mr. Smith. In fact, Mr. and 
Mrs. Watkins dined with the Smiths at 
the latter’s home in Golf just the Satur- 
day before the funeral services. Mr. 
Watkins spoke of the artistic home of 
the Smiths, their flowers, their interest 
in one another and the many things 
they had in common. 

Insurance men outside of Chicago at- 
tending the funeral were Vice-president 
J. J. Moriarty, American Mutual Life; 
President O. J. Arnold, Northwestern 
National Life; Vice-President E. ; 
Henning, and Mrs. Henning, Illinois 
Bankers Life; Chairman Fred P. Carr 
and Mrs. Carr, Central Life of Iowa, 
and W. W. Chambreau of the New 
York accounting firm of Barrow, Wade, 
Guthrie & Co. 

Prior to the funeral service Father 
Connerton of Our Lady of Perpetual 
Help, Catholic Church of Glen View 
spoke prayers for the dead at the cas- 
ket. Following Mr. Watkins’ address, 
Rev. H. Vinkmeyer of the Lutheran 
Evangelical Church gave a talk. 

_Mr. and Mrs. Smith had been mar- 
ried 23 years. 


Henry D. Hanson, 52, formerly with 
the Bankers Life of Des Moines and the 
Royal Union Life, died in Marhalltown, 
Ia., after an eight-week illness. He re- 
tired several years ago because of ill 
health. 

L. F. Robinson, who died at Hartford 
Hospital, in addition to being a leading 
attorney was a director of Connecticut 








Vice-president of 
Canada Life Is Dead 








E. R. WOOD 


E. R. Wood, 76, one of Canada’s 
leading insurance figures, died at his 
home in Toronto after a prolonged ill- 
ness. Mr. Wood was a vice-president 
of Canada Life and a director of West- 
ern Assurance, Imperial Guarantee & 
Accident, British America, Canadian In- 
surance Company and British Empire 
Assurance Company. He was also as- 
sociated with a number of industrial and 
public utility companies in an executive 
capacity. Mr. Wood played an impor- 
tant part always in philanthropic work 
and was instrumental in the rapid 
growth of the Y. M. C. A. in Canada, 
India, Japan and China. His benefac- 
tions to the University of Toronto and 
numerous churches have been many. 
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“He’s the happiest guy here——He’s provided his family with substantial life insur- 


ance!” 








Mutual Life, Connecticut Fire, Hartford C.L.U. and was in the business since 


Steam Boiler, and Phoenix of Hartford. 

John H. Berryhill, 62, 
agency New York Life, Chicago, died 
from coronary thrombosis. He was a 


1928. 
Bruchholz a mechanical engineer, being superin- 
tendent of the Vulcan Plow Company at 
Evansville, Ind. 


Mr. Berryhill for 25 years was 








SALES PRESENTATIONS 
THAT ARE SALES CLOSERS 


Nothing like them! An entirely new 
sales approach! That's why it will 
pay you to immediately investigate 
these two sales-aids. They show you 
a new way to scale-up your sales; 
TO BOOST YOUR EARNINGS ON 
EVERY SALE. They also give you a 
sample of Columbus Mutual's unique 
“Packaged Insurance” selling tech- 
nic—a program that is producing 
sensational results for agents every- 
where. In packages for every Pocket- 
book and with practically every 
combination of benefits this program 
provides you the means to more 
easily and quickly GAIN INTEREST, 
EXPLAIN AND CLOSE. Until you 
have samples of these selling tools 
words can never fully acquaint you 
with the remarkable opportunities 
they afford. Briefly these two pack- 
ages give these benefits: 


L.sPECIAL SAVINGS PLUS PROTECTION 
In case of death 
of making a small quarterly deposit the fam- 
ily receives: 
$500 in cash 
plus $ 50 per month for 3 years 
plus $100 each December for 3 years 


or 
At the end of 20 years the insured gets back 
all that he put into the plan on the same 
schedule on which he made his deposits. 


anytime during the 20 years 





2. TWENTY SPECIAL 
At the end of 20 years of small quarterly 
savings the insured receives a regular income 
every 3 months for 20 years, PLUS a cash 
bonus of accumulated profits. 


or 
Bonus of accumulated profits, PLUS a paid- 
up insurance plan which pays dividends and 
in case of death pays to the family 
$100 each December for 3 years 
$500 in cash plus $50 per month for 3 years 


ADDRESS: JAMES A. PRESTON, SALES MANAGER 
THE COLUMBUS MUTUAL LIFE INSURANCE COMPANY 


Columlus 
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LIFE AGENCY CHANGES 





Laame Dayton Manager 
of United Benefit Life 


Herschel R. Laame has been ap- 
pointed manager of the United Benefit 
Life and Mutual Benefit Health & Ac- 
cident in Dayton, O., and has already 
taken up his new duties there. He has 
been in the business about five years, 
the past two years as assistant manager 
of the Redfield Associates agency in 
Chicago, under: Manager C. Truman 
Redfield, and before that in the home 
office claim department of the two com- 
panies in Omaha. He is a graduate of 
the University of Nebraska Law school 
and a member of the bar. He has been 
active in association work in Chicago. 
This makes the tenth managerial ap- 
pointment from the Chicago agency 
since Mr. Redfield has been in charge 
there. 

Because of the changes in personnel 
in his office made necessary by Mr. 
Laame’s transfer, Mr. Redfield, who is 
on the program for the sales congress 
session of the annual meeting of the 
National Accident & Health Association 
in Los Angeles next week, will not be 
able to attend that meeting. 


New Newark General Agent 


Estate Consultants Co., Inc., newly 
formed Newark agency has been ap- 
pointed general agent of United States 
Life. The agency, with which the 
Sarbone-Silver Agency merged, is lo- 
cated in the Federal building, and writes 
life, accident, health and hospitalization. 

The health, accident and hospitaliza- 
tion lines will be handled by David 
Sarbone, agency supervisor, who has 
specialized in this field for many years. 


Gold Joins Acacia Mutual 


Frank Gold, who has lately been with 
Mutual Benefit Life and is a past presi- 
dent of the Cleveland Life Underwriters 
Association, has now joined Acacia Mu- 
tual Life as Cleveland manager. He has 
been in the business 15 years. He takes 
the place of Frank Jones, who retires 





after 25 years’ service with Acacia 
Mutual. ; 
Mr. Gold at one time represented 


Massachusetts Mutual Life in Pitts- 
burgh. Then he went to Mutual Life 
of New York as supervisor in Pitts- 
burgh under Manager A. H. Bennell. 
When Mr. Bennell was appointed man- 
ager at Cleveland for Mutual Life, Mr. 
Gold went with him as_ supervisor. 
Later Mr. Gold went to Mutual Benefit 


Life in Pittsburgh. 


Miller Named District Manager 


Dale E. Miller has been named dis- 
trict manager of the Banks & Transue 
agency of Penn Mutual Life, Cleveland, 
with office at 416 Broadway building, 
Lorain, O. 

He was with the Bankers Life of 
Iowa six years, as district agent and 
supervisor. 


Henry to Columbus, O. 


H. E. Henry of Morgantown, W. Va., 
has been appointed agency director of 
New York Life in Columbus, O., to suc- 
ceed W. P. Stagg, who is transferred 





to Oklahoma. The Columbus agency 
covers 23 as nag in central and south- 
ern Ohio. Henry has been with 
the company on years. Mr‘ Stagg has 
been in charge of the Columbus office 
11 years. 


ra 





Alfred Mochau has been appointed 
supervisor of the Providence agency of 
Union Mutual Life. He is a graduate 
of Brown University and a Phi Beta 
Kappa. For 16 years he has been in in- 
surance in Providence. 

John J. Morgan, Jr., has been named 
supervisor of the Louis C. deRonge 
agency of Columbian National Life in 
Hartford. Mr. Morgan has been with 
the F. O. H. Williams agency of Con- 
necticut General in Hartford. 

Irvin R. Grose has been appointed 
district manager at El Paso, Tex., for 
Equitable Society. He has been with 
Equitable for some time. 


SALES MEETS 


Complete Plans for 


Northwestern Meet 


MILWAUKEE — Plans were com- 
pleted for the Northwestern Mutual Life 
Association of Agents’ 65th anniversary 
meeting here, July 21-23, at a conference 
attended by B. J. Stumm, Aurora, III, 
association president; Thomas A. Lauer, 
Joliet, Ill., vice-president; Stephen L. 
Klarer, Milwaukee, secretary-treasurer; 
T. Wesley Tuttle, Milwaukee, chairman 
standing committee; Adon N. Smith, II. 
Charlotte, N. C.; S. L. Youngquist, Co- 
lumbus, O.; J. A. Bellows, Jr., Chicago, 
and S. M. Burpee, Sioux City, Iowa, 
committee members; Warren Lundgren, 
assistant director of agencies, who is 
collaborating with the agents on the 
convention plans, and Laflin Jones, 
agency assistant, who annually writes a 
playlet on life insurance selling being 
presented as part of the annual meeting 
program, 











Personal Preparedness 


The convention theme is “Personal 
Preparedness—Our Responsibility,” and 
the subjects of speakers and clinics will 
follow that trend. Several company ex- 
ecutives will again address the agents, 
and leading producers have been selected 
to tell their fellow agents “how to do 
it’ with practical talks full of usable, 
proven ideas and of inspirational value. 

During the course of the three days 
there will be annual meetings of the 
inter-associations, including the general, 
district, special agents associations, 
agency supervisors group, and_ the 
Northwestern Mutual C. L. U. Associa- 
tion. A social meeting and luncheon 
on the first day and a luncheon and 
business session on Tuesday are being 
planned for the women, who will join 
the agents for evening social activities 
to include the association dance and 
floor show and the company banquet 
and entertainment. Agents attending 
their first meeting will be guests at a 
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friendship luncheon on the opening day, 
with leading producers and honor men 
present with association officers to greet 
and lunch with the newer agents. 


Mutual Trust Plans Regionals 


Mutual Trust Life is planning two 
regional conventions of its three agents’ 
clubs, one to be held at the Edgewater 
Beach Hotel, Chicago, Aug. 11-13, for 
agents of the mid-west and the state of 
Washington, and the other at Lake 
George, N. Y., Aug. 25-27, for agents of 
the six New England states, New York 
and New Jersey. The programs will be 
informal, with open forum meetings at 
which Mutual Trust officers will take 
part in discussions. 

The clubs are the Monthly Standard 
Club based on $10,000 monthly produc- 
tion, Leaders Club composed of the 25 
leading agents each year on net paid 
business basis, and the Marathon Club, 
based on number of lives written. 








Great National Parley 


Presentation of production awards 
and a talk by Carroll C. Day, Oklahoma 
Cty general agent Pacific Mutual Life, 
will be highlights of the annual agency 
convention of the Great National Life, 
ie 22-28 at Navajo Lodge, Ruidoso, 


Approximately 75 qualifying agents, 
company officials and family members 
will attend the convention. 

Speakers will include: S. J. Hay, 
president; Carl C. Weichsel, vice-presi- 
dent and treasurer; R. F. Weichsel, sec- 
retary; R. N. Lewis, director of sales; 
R. Barney Shields, Dallas agency; Jack 
K. Bell, Gainesville; and K. D. Moore, 
Lubbock. 





Maloney Honored on Birthday 


Clifton Maloney, president of Phila- 
delphia Life, was honored at_ the 
monthly meeting of the Home Office 
Plico Club in celebration of his birth- 
day. He was presented with flowers and 
telegrams from general agents extend- 
ing congratulations and stating their 
production. A question and answer 
session, conducted by General Agent C. 
H. Smolens, occupied the rest of the 
program. 


Aetna Home Office Delegation 


The home office delegation at the cen- 


. tral regional conference of Aetna Life 


at Mackinac Island, Mich., July 21-24, 
will include: 

Vice-presidents S. T. Whatley, E.,E. 
Cammack, C. B. Morcom, R. W. Myers, 
S. F. Westbrook and W. H. Dallas; Su- 
perintendents of Agencies R. B. Cool- 
idge and A. H. Hiatt, Jr., Secretary 
Logan Bidle, Assistant Secretaries L. 
O. Kinne and I. F. Cook, Field tr 
visors N. M. DeNezzo and - 
Abbey, Advertising Manager C. 
Pickering, Agency Assistant W. 
Cousins, Assistant Auditor H. 
Wright, Assistant Treasurer M. 


Bma<A 


=—= 


Brainard, Jr., and Medical Director D, 


B. Cragin. 


COMPANIES 


Elevator Operators Union 
Starts New Life Company 


Labor Mutual Life of Chicago is now 
in process of organization under the 
auspices of the Elevator Operators & 
Starters Union, Local No. 66. It will 
issue group insurance for members of 
the union and applications for insur- 
ance are now being taken. Offices of 
the insurance company will be at 202 
South State street, adjacent to the head- 
quarters of the union. Heretofore the 
union has had a group insurance con- 
tract for its members under which in- 
dividual certificates of $700 were issued, 
The union unsuccessfully tried to get 
its insurance carrier to increase the 
amount of the certificates for each in- 
dividual. The intention is for Labor 
Mutual Life to issue certificates in the 
amount of $900 and the insurance will 
include double indemnity. James L. 
O’Grady is president ‘of the union. 














Conn. General Pays 25 Cents 


Connecticut General Life has de- 
clared a dividend to stockholders of 25 
cents payable July 1 to stock of record 
June 20. This is an increase, as divi- 
dends in previous quarters have 
amounted to 20 cents. 





Great Norther in N. C. 


Great Northern Life has now entered 
North Carolina for the writing of life 
insurance. It has been operating an ac- 
cident and health business there for 
some time. Assistant Vice-president E. 
P. Oertel completed a visit to North 
Carolina agents to acquaint them with 
the new situation. Mr. and Mrs. 
Thomas D. Allen of Charlotte are gen- 
eral agents in eastern North Carolina 
and Cortelyou Roberts of Asheville is 
general agent for the western section. 


STOCKS 


H. W. Cornelius of Bacon, Whipple & 
Co., 135 South La Salle street, Chicago, 
gives the following stock quotations of 
life companies as of June 16, 1941: 











Par Div. Bid Asked 
Aetna Life .... 10 1.40* 26 27% 
Conn. Genl. .... 10 .80 24 26 
Contl. Assur.... 10 2.00 34 36 
Lite & Gas, ... 3 50 93% 10% 
Lincoln Natl.... 10 1.40* 29 
New World Life 10 30 3% 4% 
N. W. Natl. Life 7.50 .30 9 10% 
Ohio Natl. Life. 10 1.25 2614 28% 
Old Line Life... 10 -60 10 12 
Travelers .....+ 00 16.00 390 410 
Wis. National... 10 1.00 16 18 


*Includes extras. 
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NEWS OF LIFE ASSOCIATIONS 





—— 


Opposes Reduction 


in Tax Exemptions 


WINSTON-SALEM, N. C.—The 
North Carolina Association of Life Un- 
jerwriters at its annual meeting here 
adopted a resolution opposing proposed 
decreases in federal tax exemptions on 
insurance of individual policyholders. 
The legislative committee was in- 
structed to conduct a survey of life in- 
surance as related to taxation for na- 
tional defense, with a view of making 
recommendations. 

John T. Richardson, Aetna Life, 
Raleigh, vice-president ‘the past year, 
was elected president, succeeding W. 
Chambers, Occidental Life, N. C., Ashe- 
ville. John A. Glenn, Minnesota Mu- 
tual Life, Winston-Salem, and E. L. 
Tilley, Life & Casualty, Durham, were 
made vice-presidents, and C.°M. Has- 
sell, Union Central, Charlotte, treasurer. 
The new secretary is to be appointed 
by the incoming president. 

The association endorsed the can- 
didacy of W. H. Andrews, Jr., for na- 
tional secretary. It readopted a reso- 
lution passed at the 1940 convention 
requesting that the North Carolina de- 
partment and the legislature make per- 
manent an original “six-months ruling” 
on age changes in writing life insurance 
policies. 

The organization voted to pay the ex- 
penses of its president to the national 
convention in Cincinnati. 

Speakers included: W. H. Andrews, 
Jr, Jefferson Standard, Greensboro, 
“Why Have a State Life Underwriters 
Association;” Lloyd Williams, Union 
Central, Raleigh. “Financing the Lo- 
cal Associations;” George Elliott, Jef- 
ferson Standard, Winston-Salem, “At- 
tending the Cincinnati Convention,” and 
Jett Lanier, Imperial Life, Gastonia, 
“Membership.” Dr. Howard Rond- 
thaler, president of Salem College, 
Winston-Salem, was the principal lunch- 
eon speaker. A panel discussion on 
“Meetings—Interesting Programs and 
Good Attendance” was one of the fea- 
tures. 





Emergencies Don’t Wipe Out 
Need for Life Insurance 


BOSTON—“Emergencies don’t wipe 
out the need for life insurance but rather 
increase the need,” President Thomas I. 
Parkinson of Equitable Society declared 
in addressing the Boston Life Under- 
writers Association at its annual meet- 
ing. “We more than doubled our writ- 
ings of life insurance during the depres- 
sion of 1916-17,” Mr. Parkinson said. 
“You underwriters must not miss the 
fact that this business of ours is essen- 
tial to civilization and civilization is not 
going to disappear from this planet be- 
cause of what is going on now. We 
handed back $3,000,000,000 to policy- 
holders in 1940 and we will do better 
than that in 1941. The strength of the 
nation depends on the strength of its 
people and we’ provide the strength of 
the people.” 

Fitzhugh Traylor, Equitable Society, 
Presided at the dinner as retiring presi- 
dent, and during the evening was pre- 
sented a silver tray, suitably inscribed, 
from his fellow officers. He reported a 
total membership of 1,438, which was 
the largest increase over quota of ahy 
association in the country, and made 
Boston the third largest association. 

The slate of new officers previously 
nominated was elected. President is 
Owen D. Murphy, John Hancock. 

Among the principal guests were First 

eputy Commissioner Edmund S. Cogs- 
well; President Jay R. Benton, er ee 

utual Life; President Guy W. Cox, 


John Hancock Mutual: President Chand- 


ler Bullock, State Mutual Life: Presi- 
dent George W. Smith, New England 
Mutual; President Francis P. Sears, Co- 





lumbian National Life, and Vice-presi- 
dent Paul F. Clark, John Hancock 
Mutual. 


D. C. Association Elects 
O’Brien; Other New Blood 


WASHINGTON New officers, 
whose election to the board of directors 
made them eligible, were elected by the 
District of Columbia Life Underwriters 
Association. 

T. Loehl O’Brien, Massachuéetts Mu- 
tual is president; Paul W. Hammack, 
Prudential, first vice-president, and 
Joseph M. Silverman, Metropolitan, 
second vice-president. 

At the installation meeting June 30, 
Mr. O’Brien will succeed John D. 
Marsh, general agent Lincoln National. 
The other retiring officers are: Ray- 
mond F. DuFour, general agent Pacific 
Mutual, and James A. DeForce, general 
agent Continental American. Mr. 
O’Brien will choose the secretary and 
treasurer as well as the committee 
chairmen. 

The president-elect majored in insur- 
ance at the Wharton School, University 
of Pennsylvania. He was admitted to 
the bar in 1936. In addition to his life 
insurance business, Mr. O’Brien is pro- 
fessor of insurance law at Columbus 
University, and finance instructor in the 
Life Insurance Institute. 


Olmsted Is R. L. President 


PROVIDENCE, R. I.—Robert E. 
Olmsted, Mutual Benefit Life, was 
elected president of the Rhode Island 
Life Underwriters Association at its an- 
nual meeting. W. L. Keleghan is vice- 
president; Miss Ethel M. Pettis, secre- 
tary-treasurer; O. G. Boynton, Howard 
Brewster, E. D. Ferren, James O’Don- 
nell, Roderick Pirnie and S. F. Tarvis, 
directors. 

W. B. Arthur, retiring president, was 
presented an inscribed gavel. Chauncey 
Whittlesey, chairman of the member- 
ship committee, reported an active 
membership of 339, the largest in its 
history. 











Eldredge Neb. State President 


Floyde Eldredge, Union Central Life, 
Hastings, was elected president of the 
Nebraska State Association of Life Un- 
derwriters at the meeting in Omaha. 
Mr. Eldredge appointed Moritz Aabel, 
Mutual Life, Hastings, as state secre- 


tary. L. W. Hummel, Farmers & 
Bankers Life, Lincoln, is the new first 
vice-president; C. M. Johnson is sec- 
ond vice-president and C. E. Clinton, 
Omaha, third vice-president. The prin- 
cipal speaker was Frank M. See, New 
England Mutual general agent of St. 
Louis. 


Paul Banks Is New Head 


of Philadelphia Group 


PHILADELPHIA—Paul B. Banks, 
leading producer for Equitable Society, 
was elected president of the Philadel- 
phia Association of Life Underwriters 
at a luncheon meeting Thursday. The 
speaker on that occasion was Harry T. 
Wright of Chicago, president of the 
National association. Mr. Banks has 
been a vice-president of the association. 
The new first vice-president is A. W, 
Moore, general agent of New England 
Mutual Life. T. B. Glading, Penn Mu- 
tual, is second vice-president and S. B. 
Carrigan, general agent Connecticut 
Mutual, was reelected treasurer. The 
directors are George C. Bowker, Jr., 
Connecticut General; Mortimer Cohen, 
manager Metropolitan Life; S. S. Dun- 
ning, manager Fidelity Mutual; Jordan 
Gauthier, Reliance Life, and M. R. Wal- 
lis, general agent Equitable Life of 
Iowa. 


Keiser Elected in Massachusetts 


BOSTON—At the annual meeting of 
the Massachusetts Association of Life 
Underwriters here, the following off- 
cers were elected: President, Maynard 
Keiser, Springfield, general agent John 
Hancock; vice-president, George P. 
Smith, Boston, agency director New 
York Life; treasurer, Clifford D. Strout, 








Boston, assistant general agent John 
Hancock; executive secretary, William 
Coogan. 

Merle G. Summers, general agent 


New England Mutual Life, was pre- 
sented a silver trowel for his years of 
faithful service in legislative matters. 
Walter H. Boireau, Berkshire Mutual, 
retiring president, presented a report. 
Presidents of the eight local associa- 
tions in the state were present. 


Name New Indiana Officers 


INDIANAPOLIS.—Because of the 
transfer of Claude C. Jones, Connecticut 
Mutual, president of the Indiana Asso- 
ciation of Life Underwriters, to Buffalo, 
it has been necessary to elect new offi- 
cers. They are: President, Horace E. 
Storer, Bankers of Iowa; vice-president, 
Howard E. Nyhart, Connecticut Gen- 





R. P. Fitch Is New Head 
of Akron Association 








AKRON, O.—Robert P. Fitch, dis- 
trict manager of Union Central Life, 
has been elected 
president of the 
Akron Life Under- 
writers, Inc. Mr. 
Fitch is a graduate 
of Kenyon College 
and is a past presi- 
dent of the Kenyon 


{eae 


alumni club of 
Akron. He has 
been in the busi- 


ness 14 years. He 
succeeds Melvin F. 
Boice, Sun Life of 
Canada. 

C. S. Bateson, 
Life of Virginia, is 
vice-president. Elected trustee was Laura 
Doncaster, American United Life. 


R. P. Fitch 








eral; secretary, G. R. Douglass, Mutual 
Life, New York; executive secretary, F. 
P. Huston. 

The association, as for several years 
past, was entertained Thursday by 
Homer L. Rogers, Equitable Society, at 
his summer home on Lake Maxinkuc- 
kee, with golf, luncheon at the Inn and 
dinner at Mr. Rogers’ for those who 
stayed for the evening. Guests other 
than members of the association in- 
cluded Commissioner Viehmann and 
J. D. Cramer, first deputy commissioner. 





To Promote Defense Bond Sales 


BUFFALO—Aid in the sale of de- 
fens€ securities was pledged by the 
board of directors of the Buffalo Life 
Underwriters Association in a resolu- 
tion unanimously adopted and sent to 
the secretary of the treasury. 

A. R. Maynard, president, appointed 
a committee to secure information on 
the sale of defense securities from the 
treasury department. H. W. Swain is 
chairman. 





West Palm Beach, Fla.—G. F. Horms 
was elected president; G. A. O’Neal, vice- 
president; W. C. Moon, treasurer, and 
Ralph Kettler, secretary. 

St. Louis—Lester S. Becker, manager 
Lincoln National Life, was elected presi- 
dent at the annual meeting held aboard 
the steamer Admiral on the Mississippi 
river. He succeeds Wellborn Estes, as- 
sociate general agent Aetna Life. Other 
new officers are: First vice-president, W. 
J. Cusick, New York Life and second 
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vice-president, G. H. Means, Metropoli- 
tan Life. E. A. Pickle, Phoenix Mutual 
Life, continues as secretary. 

Directors elected for three-year terms 
are: Stratford Lee Morton, Connecticut 
Mutual Life; D. O. Cramer, Prudential; 
J. T. Murphy, Metropolitan Life; J. C. 
Greene, General American Life; F. M. 
See, New England Mutual Life, and for 
one-year term, Mrs. C. V. Gallaway, Con- 
necticut Mutual Life. 

Lancaster, Pa.—A. C. Heim, Mutual 
Benefit Life, was elected president; J. A. 
Martin, vice-president, and E. H. Zellers, 
secretary-treasurer. Directors are G. K. 
Reynolds, Jr., Northwestern Mutual; F. 
P. Sharpless, Provident Mutual, and D. 
Cc. White, Metrapolitan Life. State Sen- 
ator G. N. Wade, Ohio National general 
agent at Harrisburg, spoke. Wilfred E. 
Jones, National association, was a guest. 

Oakland-East Bay—H. C. Brown, Pru- 
dential, was named president at the an- 
nual meeting. Harry O’Steen, general 
agent Penn Mutual, is vice-president. 
Chester Sparver, New England Mutual, 
was elected vice-president representing 
the general agents and managers asso- 
ciation and Ted Dreyer, Pacific Mutual, 
is the new vice-president representing 
the C. L. U. Louis Diamond, Metropoli- 
tan Life, was elected secretary-treasurer. 

Directors are Harold Breakenridge, 
Equitable Life of Iowa, immediate past 
president; Harold Osborne, Equitable So- 
ciety; George Brown, John Hancock Mu- 
tual; Douglas Evey, broker; Alex Fry, 
Connecticut Mutual Life; Clyde Summer- 
hays, Beneficial Life. Clark A. Moore, 
general agent Aetna Life, was elected 
national executive committeeman. 

Gulfport, Miss.—-John Galloway has 
been elected president; J. M. Nickels, 
vice-president; E. M. Buckley, national 
committeeman; A. R. Reresich and Le- 
Roy Letcher, directors. 

Petersburg-Hopewell, Va.—C. C. Nel- 
son, Peoples Life, D. C., was reelected 
president at the annual meeting. G. T. 
Winfield is vice-president; G. W. Jones, 
secretary-treasurer. Directors are G. W. 
Harrison, Atlantic Life; W. R. Barnes, 
Continental Life, D. C.; S. P. Elliott, 
Union Life, Va.; G. B. Cofer, C. C. Hart 
and W. E. Willard, Home Beneficial. Mr. 
Jones was named national committee- 
man with Mr. Nelson as _ alternate. 
Charles W. Phillips, vice-president At- 
lantic Agency, Richmond, spoke. A reso- 
lution endorsed the sale of defense bonds 
and pledged full support to the program. 

Kansas City—The annual meeting will 
be held June 20 at the Meadow Lake 


Country club. 
El Paso, Tex.—Jack Donahue, Aetna 
Life, was elected president; I. W. Gil- 


lette, Jefferson Standard Life, vice-presi- 
dent, and R. L. Bruce, Pacific Mutual 
Life, secretary - treasurer. Executive 
committeemen are: R. J. Williams, Bank- 
ers Life, also national committeeman; 
J. D. Williams, Travelers, also state com- 
mitteeman; L. M. McDaniel, Connecticut 
Mutual Life; J. R. EHichelberger, Kansas 
City Life, and R. T. Lewis, Southwestern 
Life. 

Salt Lake City—W. B. Furman, Pru- 
dential, was elected president, succeed- 
ing J. H. Harrop, Equitable Society. 
Other officers are: Vice-presidents, Max 
Rasmussen, Metropolitan, and LaMar 
Anderson, Beneficial Life; secretary- 
treasurer, Joel Richards, New York Life; 
directors, F. J. Wagstaff, Mutual Life, 
N. Y.; G. P. Kughler, New York Life; 
J. H. Tomlinson, Prudential; Frank Moz- 
ley, Beneficial Life; A. W. Marshall, Pru- 
dential, and W. F. Smith, Equitable So- 
ciety. New officers will be installed at 
the first fall meeting, Sept. 11. H. J. 
Syphus, superintendent of agents, Bene- 
ficial Life, and F. W. Bland, Pacific Coast 
manager The National Underwriter, were 
guests. 

Omaha, Neb.—Sam B. Starrett, Jr., gen- 
eral agent Guarantee Mutual Life, has 
been elected president. Guy H. Stribling, 
Prudential, is vice-president; C. E. Clin- 
ton, Aetna Life, sectetary, and C. L. 
Premer, New England Mutual, treasurer. 
Directors are L. P. Hickey, Metropolitan; 
E. H. Jennings, Prudential; P. C. Kaul, 
Connecticut Mutual; E. H. Gerken, Provi- 
dent Mutual; H. L. Sommer, Northwest- 
ern Mutual, and L. J. Gillis, Northwest- 
ern National. 

Fort Wayne, Ind.—Paul D. Southern, 
Lincoln National Life, was elected presi- 
dent at the annual outing. He succeeds 
John H. Johnson. L. J. Hartman, Pru- 
dential, is vice-president; Howard Rey- 
nolds, Aetna Life, secretary; and K. D. 
Robinson, Mutual Life, treasurer. Marcus 
Knoblauch, Connecticut General, and A. 
W. Young, Aetna Life, were named di- 





rectors. David Hostette was named state 
director and V. J. Harrold, Lincoln Na- 
tional Life, national committeeman. 


Monmouth-Ocean County, N. J.—F. 
LeRoy Garrabrant was reelected presi- 
dent at the annual meeting in Asbury 
Park. Other officers are: Vice-president, 
Howard Surbeck, Deal; secretary, T. B. 
Stevenson, Belmar; treasurer, Homer 
Kreidler, West Allenhurst; state com- 
mitteeman, William Rogers, Interlaken; 
directors: Charles Shaw, Jr., and William 
Bottgenbach, Asbury Park; Lester Sher- 
man, Belmar, and Harvey Lee, Inter- 
laken. 

Vermont—At the annual meeting in 
Barre the following officers were elected: 
President, Emery Davis, Metropolitan 
Life, Montpelier; vice-president, B. P. 
Ciardi, John Hancock, Barre; secretary- 
treasurer, R. W. Jerome, Montpelier. D. 
Bobb Slattery, National Life of Vermont, 
spoke. 

Springfield, Mass.—The following of- 
ficers were elected: President, D. F. Nes- 
bitt, Columbian National; first vice-pres- 
ident, K. W. Perry, Massachusetts 
Mutual; second vice-president, D. O. Not- 
man, Monarch Life; secretary, Grace R. 
Colton, Massachusetts Mutual; treasurer, 
H. R. Schmitt, Penn Mutual; national 
committeeman, B. C. Laub, Monarch Life. 
Manuel Camps, Jr., general agent John 
Hancock, New York City, spoke. 

Shreveport, La.—J. A. McQuillin was 
elected president; Guy Owen, vice-presi- 
dent; Robert Norred, Jr., secretary; B. W. 
Fane, treasurer, and Walter Teekel, state 
committeeman. L. E. Throgmorton, M. 
O. Carter, C. Beattie Johnson, C. W. 
Holtzclaw and Fred Lamprecht are direc- 
tors. 

Milwaukee—The following officers 
were elected at the annual meeting here: 
President, Henry C. Fuller, Sr., North- 
western Mutual; vice-presidents, J. M. 
Sisk, Bankers Life, la., and E. C. Green, 
Metropolitan Life; secretary, Eugene 
Meng, Travelers; treasurer, B. W. 
Reagles, Acacia Mutual; national com- 
mitteeman, Elmer Carson, Equitable So- 
ciety. 

John D. Moynahan, manager Chicago 
West Suburban agency Metropolitan Life, 
spoke on “Today’s Market.” 


New Bedford, Mass.—Henry A. Barnes 
was elected president; W. R. Porter, vice- 
president; J. N. Barrows, secretary; F. 
K. Collins, treasurer; C. E. Davis, na- 
tional committeeman. 

Portland, Ore.— The annual meeting, 
the last of the year, will be held June 19. 
Commissioner Thompson will be the 
chief speaker. He and Alma D. Katz will 
be made honorary members of the asso- 
ciation. 

Decatur, Ill.—T. B. Norris, Metropoli- 
tan Life, is the new president. V. D. 
Waldron is vice-president and Harry E. 
Gidel, secretary. 

Elkhart, Ind.—New officers are: Presi- 
dent, W. B. Farr, Equitable Society; vice- 
president, Herbert Johnson, Mutual Bene- 
fit; secretary-treasurer, T. C. Brouwer, 
Prudential; directors, Lloyd Tillman and 
Walter Krumdeide, Metropolitan Life; 
Floyd Peterson, John Hancock; Kenneth 
Baker, Western & Southern, and R. W. 
Emerson, Massachusetts Mutual. 

William Klusmeier, director of the 
state association for the northern group, 
attended the meeting. 

Salina, Kan.—New officers are: J. S. 
Piper, Metropolitan, president, succeed- 
ing Alf Webber, Pacific Mutual; O. E. 
Geoffroy, United Life, vice-president; H. 
V. Party, national committeeman. L. R. 
Miller, Northwestern Mutual, was re- 
named secretary-treasurer. 

Topeka, Kan.—The annual meeting has 
been postponed to June 21. Nominees 
are: President, Louis Smith and John 
McClung; vice-president, Paul Allen and 
Dale Carmean; secretary, John Ransom 
and Pendleton Miller; treasurer, Harry 
Stewart and W. R. Watney. 























Company Buyers Hold Forth 


The Association of Insurance Com- 
pany Buyers met Tuesday in Hartford 
for its annual meeting. A luncheon was 
served at Connecticut Mutual Life and 
the visitors inspected the plant there. 
Chief speaker was E. D. Taylor, execu- 
tive secretary of the Office Equipment 
Manufacture Institute. He outlined the 
changes in office planning procedure 
made necessary by demands of defens- 
industries for steel and other products 
used for manufacture of office equip- 
ment. 
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MUTUAL BENEFIT AGENCIES GAIN 


The combined production of the four 
New York City agencies of Mutual 
Benefit Life for the first five months of 
1941 represents an increase of 7 percent 
over the period in 1940. 

The Einstein & Salinger agency 
showed a 71 percent gain for the five 
months and a 15 percent gain in May. 
The Thurman agency gained 18 percent 
and the Bierbaum agency 4% percent in 
the month. 


DRY DOCK JOINS S.B.L.I. 


Dry Dock Savings Institution, sixth 
largest savings bank in New York state, 
has joined the New York savings bank 
life insurance system as an issuing bank. 
It is the largest savings bank which has 
thus far entered the system. With Dry 
Dock, there are now 25 banks which 
either issue insurance or act as agents 
for those which do. The larger savings 
banks have been slow about taking up 
insurance. 


BROOKLYN MANAGERS’ OUTING 


The Brooklyn Managers Association 
will hold its annual outing at Canoe 
Place Inn, Hampton Bay, L. I., June 
25. It will be an all day affair and two 
boats are being chartered for deep sea 
fishing. Gibson Lewis, general agent of 
Massachusetts Mutual, is in charge of 
arrangements. 





KNIGHT AGENCY JAMBOREE 


The Charles B. Knight agency of 
Union Central Life, New York City, 
held its annual all-day jamboree Wednes- 
day at the Westchester Country Club. 
The entire office and agency force at- 
tended and the agency offices were closed 
for the day. Prizes were awarded to 
the leaders of “All Out Defense Pro- 
duction Campaign,” which ran April 28 


By R. B. MITCHELL 





ce 


to May 31. O. H. Ward, Schuyler Liy. 
ingston, I. A. Kelley, Isadore Fleschner 
and William Trabant were among the 
leaders. 

S. D. Rosan, brokerage manager for 
the agency, was given a steak dinner 
last week in celebration of his 18th year 
with Union Central. Acknowledging the 
honor Mr. Rosan announced his brokers 
were responsible for over $2,400,000 jn 
paid business for the six months in 194], 
He is a past president of the New York 
Life Supervisors Association and Inde- 
pendent Brokers Association. 





SUPERVISORS OUTING JUNE 24 


The Life Supervisors Association of 
New York City will hold its annual 
golf outing June 24 at the Bonnie Brier 
Country Club, Larchmont, N. Y. Robert 
Lahm, assistant manager Manhattan 
ordinary agency, Prudential, is in charge 
of arrangements. 








McGovern’s Insurance 
Equities Are Enumerated 


Patrick McGovern, who died a few 
months ago at the age of 94, and was 
the largest single stockholder of Travel- 
ers, left an estate of $5,424,543, accord- 
ing to a document filed in probate court 
in Hartford. The inventory includes 
6,730 shares of Travelers, noted at 
$2,591,050; 70,810 shares of Aetna Life 
noted at $1,779,101; 880 shares Aetna 
Casualty, $108,240; 830 shares Aetna 
Fire, $43,160; 610 shares Automobile of 
Hartford, $23,180; 2,225 shares of Con- 
necticut General Life, $56,737; 300 
shares Hartford Fire, $25,200; 3,045 
shares Hartford Steam Boiler, $167,475; 
100 shares National Fire, $5,900; 260 
shares Phoenix of Hartford, $21,970. 
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Bethea to Build Program 
for General Agents’ Rally 


Osborne Bethea, general agent for 
Penn Mutual Life in New York, has 
been appointed program chairman for 
the annual meeting of the General 
Agents & Managers section of the Na- 





OSBORNE BETHEA 


tional Association of Life Underwriters 
in Cincinnati Sept. 16. Mr. Bethea will 
build the full-day program. 

Also a committee has been appointed 
to award the three “Managers Maga- 
zine” trophies for outstanding achieve- 
ment among local general agents and 
managers groups. Members are: Clif- 
ford H. Orr, National Life, Philadelphia, 
chairman; John A. McNulty, Prudential, 
New York, and Warren V. Woody, 
Equitable Society, Chicago. 


Miller Elected in St. Louis 


ST. LOUIS—A. E. Miller, Union 
Central Life, was elected president of 
the St. Louis General Agents & Man- 
agers Association at the annual meet- 
ing. He succeeds W. H. Van Sickler, 
State Mutual Life. 

Other officers are: Vice-president, W. 
S. Payne, Prudential; secretary-treas- 
urer, A. E. Veith, Massachusetts Mutual 
Life; new executive committeemen, 
Adam Rosenthal, Acacia Mutual Life, 
and W. L. Magoon, Metropolitan Life. 

C. O. Fischer, vice-president Massa- 
chusetts Mutual Life and first presi- 
dent of the Missouri Association of Life 
Underwriters, spoke on ‘Responsibility 
of Management.” On behalf of the state 
association he presented J. G. Callahan, 
manager Metropolitan Life, a distin- 
guished service plaque in recognition of 





his work for the St. Louis, the Mis- 
souri and the National associations. 


Ethics Discussed at San Antonio 


SAN ANTONIO, TEX—A round 
table discussion on certain sales prac- 
tices as related to the accepted code of 
ethics was held by the San Antonio 
Managers Club. The statement that 
“other companies can’t offer certain 
benefits which my company offers,” 
was questioned. The consensus was 
that whether or not this is a violation 
of correct ethical sales methods, it is un- 
wise for an agent to mention other 
companies in a sales presentation, be- 
cause the agent calling attention to 
other companies brings in competition 
which need not have been met. It was 
announced that companies operating in 
Texas can now write life policies with 
the aviation exclusion clause which was 
legalized by the current legislature. 








Discuss Community Property Law 

The San Francisco Life Agency 
Cashiers Association at a meeting at the 
Bankers Life offices discussed the ques- 
tionnaires recently completed by mem- 
bers and their company and agency 
heads on the California community 
property law. George Bath, Sun Life, 
chairman of the research committee of 
the association, is in charge of this 
work. 





Supervisors Get Agent's Side 


The Life Agency Supervisors Asso- 
ciation of Los Angeles heard A. C. 
Duckett, Northwestern Mutual Life, 
president Los Angeles C.L.U. chapter, 
speak on “What an Agent Expects from 
His Superiors.” 

He showed where a supervisor might 
be lacking in his duties to the agent, 
and also where a supervisor might also 
assist an agent more than he has been 
doing in the past, as well as help build 
up an agency on a more profitable 
basis. 


Nebraska Managers Pick Officers 


New officers of the Nebraska Life 
Managers Association are E. S. Maurer, 
Prudential, Omaha, president; Lloyd S. 
Smith, Bankers Life, Neb., vice-presi- 
dent for Omaha; Ralph Theissen, 
Northwestern Mutual, vice-president for 
Lincoln; W. M. Van Brunt, National 
Life, Vt., Omaha, secretary-treasurer, 
and Willard Johnson, Mutual Benefit 
Life, Omaha, director. 


Clark Is Pittsburgh President 


New officers of the Agencies Commit- 
tee of Pittsburgh are: Roger A. Clark, 
general agent Northwestern Mutual, 
president; C. B. Metheny, manager Fi- 
delity Mutual, vice-president, and Ross 
S. Edgar, executive secretary of the 
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Pittsburgh Life Underwriters Associa- 


tion, secretary-treasurer. 





Name New Toledo Trustees 


Trustees elected by the Toledo Life 
Managers Association are Wes- 
selman, A. H. Hosier, C. E. Spencer, H. 
N. Wieting, Jr., Merritt Mason, Dan W. 
Harris, and Caleb L. York. They will 
meet soon to elect the officers for the 
coming year. 


Klingman Named in Dallas 


DALLAS — Lloyd W. Klingman, 
Equitable Society, was elected presi- 
dent of the Life Insurance Managers 
Club of Dallas at the annual meeting. 
Mr. Klingman succeeds R. Barney 
Shieids, Great National Life. Other 
new officers are: Vice-president, Camp- 
bell Green, Southwestern Life; and sec- 
retary-treasurer, M. Allen Anderson, 
director of agencies of the Republic Na- 
tional Life. 


Bendiner Explains New Pa. Setup 


Irvin Bendiner, counsel for the 
Pennsylvania State Association of Life 
Underwriters, addressed a meeting of 
managers and supervisors of the Phila- 
delphia association on the Pennsylvania 
requirements for licenses and examina- 
tion of new men entering the business. 


NEWS BRIEFS 


Lamar Life has appointed three new 
district managers: W. J. Hill, Blue 
Mountain, Miss.; H. R. Martin, Hunts- 
ville, Ala., and Robert H. Magruder, 
Mexia, Tex. 

The Cleveland Life Insurance Cash- 
iers will hold an outing at Rocky River 
Reservation, June 24. 

The annual outing of the Pittsburgh 
Supervisors Club was held at the Sum- 
mit Hotel, Uniontown, Pa. 

At the dinner meeting of the Balti- 
more Life Agency Cashiers Association 
the new officers were installed. Joseph 
M. Davitt, Reliance Life, is president; 
Mabel E. Clark, Connecticut Mutual, 
vice-president; Mary A. Gorgas, North- 
western Mutual, secretary. The annual 
outing was held at the Annapolis Road 
Club Thursday. 


Subscribe now to Accident & 
Review, $2. 175 W. Jackson Blvd., 
cago. 
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Chi- 


Heads San Francisco 
General Agents Unit 








D. A. HAMPTON 


Donald A. Hampton, the new presi-" 
dent of the San Francisco General 
Agents & Managers Association, is gen- 
eral agent for Provident Mutual Life. 
He has been on the coast for several 
years, previously having been connected 
with the home office agency department. 








Insurers Win Georgia Victory 


Georgia mortgages held by foreign 
insurers are not subject to state and 
county ad valorem taxes in the state, 
Supreme Judge Pomeroy decided in At- 
lanta. The case was brought by North- 
western Mutual, which had been as- 
sessed $250,000 in taxes for the y€ars 
1931-37. 

The company contended that in- 
tangible property is taxable at the 
domicile of the owner and nowhere 
else; | therefore, there was no “taxable 
situs” for the Georgia mortgages, as 
they are held at the home office. 

County attorneys contended that this 
does not apply when it is shown that 
the company is doing business in an- 
other jurisdiction, and claimed that 
mortgages arising out of such busi- 
ness in Georgia are subject to the tax 
of $2 per $1,000. 

The Fulton county legal department 
intends to carry the case to the state 
supreme court. 
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-AS SEEN FROM CHICAGO 





AGENTS HONOR FREDERICKSON 


J. S. Frederickson, agency director of 
the Central branch of New York Life 
in Chicago, was honored by his agents 
for 35 years’ service with that company 
in a special production drive from April 
28 to June 1, in which 434 applications 
for $1,105,000 of new business were writ- 
ten. There were 47 agents each of whom 
produced five applications or at least 
$10,000 of business in that period. The 
demonstration wound up ata dinner in 
F rederickson’ s honor in which Lloyd 
Lafot, inspector of agencies central de- 
partment, presided. Mr. Frederickson 
started with New York Life as an office 
boy in Chicago, in due course being pro- 
moted to cashier, then to agency organ- 
izer. He then for some time was agency 
director of the City Hall branch which 
in 1932 was merged with the Central 
branch at Chicago. Mr. Frederickson 
became agency organizer in that branch, 
and in 1937 was named agency director. 





WIESE AGENTS HAVE OUTING 


The Northwestern National Life's 
countrywide “In the Bag” contest 
worked in very well with the annual golf 
party given by R. J. Wiese, general 
agent in Chicago, for his agents and 
office staff. The contest was played up 
for some time, offering cash prizes to 
leading producers. Mr. Wiese arranged 
for the prizes to be delivered by Amer- 
ican Express guards escorted by Wil- 
mette policemen. These appeared at 
Westmoreland Country Club where the 
outing was held, just as the golf tourna- 
ment was being completed, and caused 
some concern among the agents by pass- 


ing out overtime parking tickets. Then 
they delivered the cash prizes, which 
came in canvas money bags and con- 


sisted of silver dollars. 

The contest was conducted for 45 days. 
Thirteen of Mr. Wiese’s agents went 
over their quota, led by General Agent 
Wiese, who had an excess of 155 per- 
cent. The lowest production was 50 
percent over quota and the agency stood 
21 percent above its quota. The paid 
business for the agency near the six 
months mark stands at about $1,250,000, 
and there was $559,000 of business writ- 
ten in the contest by the Wiese agency. 


< 





JAMES HAS TAX CONSULTANT 


Fred S. James & Co., Chicago, an- 
nounces that Benjamin M. Becker, at- 
torney and authority on tax, estate and 
trust law, is now available as consultant 
through its life department. Clayton 
F. Lundquist is head of the agency’s 
life department. Mr. Becker will assist 
office and associated brokers in analyz- 
ing inheritance tax affairs and estate and 
trust problems for their assureds. 

Mr. Becker has been a practicing at- 
torney in Chicago for a number of years. 
He is a graduate of DePaul University. 
He is co-author of the “Illinois Lawyers’ 
Manual” and has written a number of 
articles on estate shrinkages for financial 
and business publications. 





EWING ANNIVERSARY 

Willard Ewing, general agent for 
Provident Mutual in Chicago, celebrated 
his 28th anniversary with the company 
Tuesday. Mr. Ewing joined Provident at 
the home office as office boy and clerk. 
After serving in the war, he was suc- 
cessively an agent, supervisor, agency 
assistant, and later became assistant 
manager of agencies. As general agent 
in Kansas City eight years he built an 
agency distinguished for high average 
personal production. Mr. Ewing went to 
Chicago in 1938. His agency placed 
eighth in 1940, and is in fourth position 
for 1941. 





HOWES AGENCY “BINGO” DRIVE 

The Byron C. Howes agency, Berk- 
shire Life, Chicago, is conducting a 
unique “bingo” production campaign for 
the month of June. Each contestant is 
given a card in which holes can be 
punched by the securing of certain 


amounts of business. If all the holes are 
punched, the agent “bingoes” and is en- 
titled to a prize. 

The agents have been divided into two 
teams managed by Virginia Bingham 
and Agnes Martin, respectively. Each 
manager has a card which she is entitled 
to punch for every four applications 
paid for by her team. The team whose 
manager has the largest number of 
punches is treated to a steak dinner; the 
team that loses, beans. General Agent 
Howes, sponsor of the idea, was named 
president of the Berkshire Life’s gen- 
eral agents at the recent company con- 
vention. 





AGENCY HEADS TO HAVE OUTING 


A large turnout is expected at the an- 
nual golf party of the general agents 
and managers division of the Chicago 
Association of Life Underwriters to be 
held June 26 at Medinah Country Club. 
All supervisors and assistant managers 
this year are invited to attend. A tourna- 
ment will be held in the afternoon with 
many prizes awarded at the dinner. 
J. D. Moynahan, manager Metropolitan 
Life, division chairman, will preside at 
the dinner, which will be followed by 
entertainment. Robert R. Reno, Jr., 
agency manager Equitable Society, is 
chairman of the arrangements commit- 


tee, assisted by P. W. Cook, general 
agent Mutual Benefit, and E. W. 
Hughes, general agent Massachusetts 
Mutual. 





SCHWEMM AGENCY HAS OUTING 


The Schwemm agency of Great-West 
Life, Chicago, held an all-day outing at 
Crystal Lake Country Club in which the 
agents and members of the office force 
took part. This wound up the fifth an- 
niversary drive and celebration in May 
in which $966,000 of new business was 
written and $750,000 paid for. This was 
the second best month of combined 
business in the history of the agency 
since Earl M. Schwemm, manager, took 
charge five years ago. Mr. Schwemm 
and his family departed Thursday on an 
automobile trip to California via the 


COAST 


Beneficial Life General 
Agents in Conference 


The nine general agents of Beneficial 
Life who attended the Research Bu- 
reau. school for general agents and 
managers at Sun Valley went to the 
home office at Salt Lake City following 
the school for a conference with H. J. 
Syphus, assistant secretary and super- 
infendent of agents. C. H. Goodson, 














Something New 
IN LIFE INSURANCE 


A Pure Protection .. . ordinary or 
whole life policy without cash values 


Our limited pay policies permit 
the withdrawal of cash Values 


Without cancelling policy 


eects ; 
Without note, interest or reducing policy 
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Many other new features 
that appeal to thinking people 


Commissions that will interest any 
salesman. Previous experience not essential 


Interstate Reserve 
Le leterectalece Qeventey-teny 


TEN EAST PEARSON STREET, CHICAGO 





who became general agent at Denver 
when the company entered Colorado re- 
cently, got acquainted with his new col- 
leagues at the meeting. 


Caminetti Is Upheld 

LOS ANGELES—Commissioner Ca- 
minetti won another Chapter 9 company 
case when Superior Court Judge Sco- 
ville denied a petition of former officers 
of Alliance Mutual Life, Santa Ana, to 
remove Mr. Caminetti as conservator 
and to compel him to return the com- 
pany, its assets and property to former 
officers. 


Claim Men Hear Heart Talk 


LOS ANGELES—Dr. W. N. Ander- 
son addressed the Los Angeles Life & 
Accident Claim Association on “Clinici- 
an’s Experience With Heart Disease.” 
He told of congenital heart trouble, 
acute endocarditis, inflammation of the 
heart, syphilitic heart, and gave instances 
of each. 











Group Studies Pension Trusts 

LOS ANGELES—President G. W. 
Quigley of the Southern California 
Quarter Million Dollar Round Table 
and agency supervisor of the H. J. Gar- 


retson agency Fidelity Mutual; R. L. 
Hoghe, general agent Equitable of 
Iowa; R. H. Sheldon, Equitable of 


Iowa; Howard Neal, Occidental Life, 
and Millar Hickox, Prudential, have or- 
ganized a group for intensive study and 
plans are being considered to form an 
organization. 





Phinehas Prouty, Jr., Los Angeles 
general agent for the Connecticut Mu- 
tual Life, and Mrs. Prouty were hosts 
to the associates of the agency at a gar- 
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Companies 























COLORADO 


den party at their home. George E, 

Brady, agency assistant, and Mis; 
Martha Roberts, cashier of the agency, 
were presented with a chest of silver by 
their associates in the agency as a wed- 
ding gift. They were married June 18 


Policy Loans at Banks May 
Amount to $200,000,000 


Although there is no accurate infor. 
mation as to the amount of bank loans 
outstanding that are collateralized by 
life insurance policies, one estimate that 
is fequently heard is that such loans 
now amount to about 10 percent of the 
total policy loans in the country. If that 
is true, it would indicate that there are 
some $200,000,000 or $250,000,000 of 
bank loans. 





Quiz Program in Kansas City 

At the last meeting until October, the 
Home Office Life Underwriters Club 
of Kansas City held a quiz. Interroga- 
tors were C. D. Scott, Business Men's 
Assurance, president, and Pat Humph- 
rey, Kansas City Life. 
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THE TITLE GUARANTY 
COMPANY 


@. Elilett Heuston, Pres. Aksel Nielsen, Exes. V. P. 
“Home of Landon Abstracts” 


Titles insured thruout Colorado. 
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Abstracts 
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AMERICAN FIRST TRUST CO. 


First National Bldg. 
Oklahoma City, Okla. 


@ 
STATE-WIDE TITLE INSURANCE 


Under Supervision of State Bank 
Commissioner 








H. WINFIELD PORTER 
606 West Wisconsin Ave. 
Milwaukee, Wisconsin 
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North Star’s New 
Home Dedicated 


North Star Benefit dedicated its new 
two-story home office building in Moline 
at a three- “~ celebration which was at- 
tended by Alex O. Benz, president Na- 
tional Fraternal Congress and Aid Asso- 
ciation for Lutherans. Speakers at the 
banquet besides Mr. Benz, who deliv- 
ered an inspirational message, were 
President Frank L. Swanstrom of North 
Star; Addison L. Klophel, fraternal su- 
pervisor of the I}linois department; O. 
R. Christofferson, chief recorder-treas- 
urer and general manager of North 
Star, and Lou Harvey, president of the 
Association of Commerce. There were 
meetings of the board and the field su- 
pervisors the second morning, a smor- 
gasbord luncheon and the formal dedi- 
cation in the afternoon. An open house 
was held the third day, gifts being given 
to all visitors. 


Builds Economic Strength 


Mr. Benz said America is the unnamed 
beneficiary of every individual life in- 
surance policy. Life insurance is the 
most effective agency for building na- 
tional economic strength. He felt that 
despite the European war America’s fu- 
ture will be greater than was her past. 
Life insurance creates a productive peo- 
ple, he said, and maintains the solvency 
and strength of a nation. 

“Only a strongly insured nation can 


endure strain and shock,” he com- 
mented. “The United States was the 
only country on earth able to come 


through the last depression with its finan- 
cial structure intact, because of its in- 
surance reserves. Only a strong people 
can remain a free people. 

President Swanstrom spoke of the 
North Star founder, Dr. E. A. Edlen, 
who for many years was chief medical 
director, The society was organized in 
1899, 

North Star last year brought out an 
“assured coupon. savings” certificate 
which is flexible, separating the savings 
and protection features. The substantial 
business growth this year, with more 
than $1,000,000 new volume, is largely 
ascribed to this innovation. There was 
a substantial increase, breaking all rec- 
ords. 

The certificate is a continuous pre- 
mium endowment at age 85 with cou- 
pons attached, which if left on deposit 
will mature at 4 percent annual interest 
and provide a savings fund which with 
policy cash value will be sufficient 
to provide a desired amount. The ac- 
cumulated amount of all matured and 
unused coupons will be added to the 
face amount at the insured’s death, mak- 
ing the total greater than that under the 
usual limited payment or endowment 
policies. Paid up, endowment, and an- 
nuity options are provided. The coupons 
may be used to reduce premiums. 

Mrs. Grace W. McCurdy, head of 
Royal Neighbors, Rock Island, was a 
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speaker. Dr. Hada Carlson, medical 
director of Royal Neighbors, and M. R. 
Carlson, vice-president Carlson Bros., 
Inc., a former director, husband of Dr. 
Carlson, were introduced. 

A plaque was unveiled in the lobby on 
which were inscribed the names of the 
officers, and of agencies and agents 
which led in a 42nd anniversary produc- 
tion contest this year. 


Fraternal Digest 
Now Off Press 


Providing up-to-date and authorita- 
tive facts and figures on more than 200 
fraternal societies writing life insurance 
and including ‘both the larger and the 
smaller organizations—the new 1941 
Fraternal Compend-Digest is just off 
THe NATIONAL UNDERWRITER press. In 
this annual reference book the societies 
are treated as legal reserve life insur- 
ance organizations or as assessment 
societies according to their actual plan 
of operation. The exhibit of each so- 
ciety indicates not only its present 
financial and actuarial condition and 
gives a brief history of its development 
but also shows the cost of insurance to 
members admitted at the present time 
and the essential features of the con- 
tracts now being issued. 

Rates are given in detail on promi- 
nent contracts together with any spe- 
cial charges such as the per capita tax 
or other fees. The contracts written, 
options allowed, the provisions for dis- 
ability, for loans, for juvenile insurance, 
etc., are also shown together with a 
statement of reserve bases used both in 
the past and at present. 

Financial statement data in the Fra- 
ternal Compend-Digest includes a brief 
analysis of assets and liabilities; also a 
statement of income and disbursements, 
the society’s solvency, valuation, mor- 
tality ratio, rate of interest earned and 
business written and in force. Insur- 
ance in force is also shown distributed 
according to the valuation ‘bases used 
and wherever a society has both ade- 
quate rate and inadequate rate insurance 
in force, the amounts of each are stated. 
In addition to a record of those societies 
which have changed their name or 
status in recent years, the Fraternal 
Compend-Digest also points out in each 
exhibit any unusual features of impor- 
tance, peculiar to the individual socie- 
ties now active. There is also a special 
tabulation of the number of certificates 
in force by states. 

Copies of the new Fraternal Com- 


“The Future 
Belongs to Yout 


16th Annual National 

JUVENILE CONVENTION of 

Fidelity Life Association 

Fulton, Illinois, June 24 

and 25, 1941 

.-- for, and by, the Society's 
youth 
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...@ contribution to democracy 
...@ builder of goodwill 


pend-Digest may be obtained from THE 
NATIONAL UNpDERWRITER’S Statistical Di- 
vision at 420 East Fourth street, Cin- 
cinnati. Priced singly at $2 it is avail- 
able in quantities at reduced prices. 


Royal Neighbors 





Reelect Officials 


DULUTH—The 20th supreme camp 
of Royal Neighbors, Rock Island, IIL. 
is being held here. It started Monday 
and will end Friday. Supreme officers, 
delegates and members of standing 
committees reviewed accomplishments 
in the last four years and outlined a 
program of advancement for the new 
quadrennial term. 

Mrs. Grace W. McCurdy, Bettendorf, 
Ia., supreme oracle, presided and gave 
her principal address at the opening ses- 


sion Monday. A message was read 
from Miss Erna M. Barthel, Rock Is- 
land, supreme recorder, expressing re- 


gret she was unable to attend as she is 
recovering from illness. Her address 
was read at a class adoption Tuesday 
night. 


Supreme Officers Participate 


The opening program included intro- 
duction of supreme officers, state su- 
pervisors and state juvenile organizers 
by Mrs. Alice C. Nash, Hopkins, Minn., 
chairman board of supreme managers 
and general supreme camp chairman. 
Addresses of welcome were given by 
Mayor Hatch of Duluth and Mrs. Luella 
Ives of Minneapolis, state supervisor. 
Mrs. Jessie L. Mitchell, Brighton, 
Mich., a supreme manager, responded. 

Other members of the executive coun- 
cil taking an active part are Mrs. Mar- 
garet Gorman, Chicago; Mrs. Frances 
R. Torkelson, Lincoln, Neb., and Mrs. 
Edna E. Walsh, Kansas City, supreme 
managers. 

At business sessions, by-laws were re- 
vised and new legislation enacted for 
future progress. Officers were reelected 
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Woodmen of the 
World Life Insur- 
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ance societies—and 
the world’s strong- 
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Will Rogers said: 


[Was Greatly Beloved} 
| LIs Nationally Mourned4 


His words on Life Insurance to Men and Women 
in all Walks of Life — 








Will Live Forever. 


“When I buy life insurance, not only do I know where I am at, 
but my family knows where they're at. 
Life Insurance, just try dying without it.” 


If you don’t believe in 


EQUITABLE RESERVE ASSOCIATION 
NEENAH, WIS. 


(A Great Friendly Society with a record of 44 years of real service to its 
members.) 














TWOFOLD SERVICE BRINGS PROGRESS 


Royal Neighbors of America was chartered in 1895 with a member- 
ship of 4,124 in 100 camps and insurance in force of $576,000. Today 
the Society is one of the leaders in its field, figures of Jan. 1, 1940, show- 
ing: Membership, 514,503; camps, 6.238; insurance in force, $344,097,822; 
admitted assets, $70,840,055, and claims paid, $108,312,911. 


This progress is attributable to the Society’s principle of twofold 
service—Protection and Fraternalism. 
planted by its founders and has been a guiding light for 45 years. 


This principle was firmly im- 


: ; and 
SECURITY - PECTES IOS” Gear eare a symbol of th * In Protection and Fraternalism the Society has been alert to progress, 
2 : «++@ symbol of the progressive , soa! : 
A Legal Reserve Fraternal Life Ins. Society iit offering legal reserve life insurance for the whole family, benefits of 
309 W. Jackson Blvd., Chicago spiri camp activities, financial aid from its fraternal fund for needy members 
of and benefits of the Royal Neighbor Home to worthy members. 
THE WOMAN'S BENEFIT ASSOCIATION Fidelity Life Association by Protection and Fraternalism is a principle that is diligently guarded 
Founded 1892 
4& ‘ ° e 
< teat Soho Hae ee Seen Fulton, Illinois ROYAL NEIGHBORS of AMERICA 
Suoreme Presignt Gupreme Semetery Legal Reserve Life Insurance SUPREME OFFICE ROCK ISLAND, ILL. 
Port Huron, Michigan 
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Wednesday and_ installed Thursday 
night by Mrs. Eva Child, Janesville, 
Wis., past supreme oracle. 


Mitchell Is F: ield Manager 
of Equitable Reserve 


Herbert A. Mitchell, Detroit, has 
been appointed field manager of Equit- 
able Reserve by the executive commit- 
tee. President N. J. Williams has been 
general field manager. He requested to 
be relieved of these duties so as to de- 
vote more time and attention to public 
relations work. Louis H. Haase, field 
supervisor, has retired and is no longer 
connected with the association. 

Mr. Mitchell has had considerable life 
insurance experience, including recruit- 
ing and training agents. He has been 
associated with the Western & South- 
ern, Illinois Bankers Life and Great 
Northwest Life of Washington for most 
of the last 12 years. He has taken up 

- his new post in Neenah, Wis., and has 
moved his family there. 








Judge Copeland New Head 
of Camp Secretaries Group 


Judge W. T. Copeland of common 
pleas court, Wapakoneta, O., was chosen 
president of the national camp_ secre- 
taries association and Fred L. Morgan, 
Des Moines, was named secretary, at 
the head camp convention of Modern 
Woodmen held in Chicago. 

3y-law amendments were adopted, 
one changing the basis of representation 
in the head camp to one delegate for 
each 2,000 members or major fraction, 
instead of one for each 3,000, as pre- 
viously. The word “national” was 
dropped from the titles of elective of- 
ficers. 

Addison E. Klophel, superintendent of 
the fraternal division of the Illinois de- 
partment; B. W. Risse, formerly fra- 
ternal supervisor and Commissioner 
Burt were among the speakers. Mrs. 
Gertrude Milton, Lawrenceburg, Ky., 
the only woman delegate at the conven- 
tion and the first of her sex to serve in 
that capacity, gave an address. 

The officers reelected, and installed by 
A. R. Talbot, past president, included 
President O. E. Aleshire, Secretary J. G. 
Ray, both of Rock Island, Ill.; C. W. 
Byrer, Los Angeles, adviser; Directors 
E. J. Bullard, Detroit; F. M. McDavid, 
‘Springfield, Mo.; W. W. Gordon, Kan- 
sas City, Kan.; H. F. Turner, Paducah, 
Ky., and R. H. Talbot, Lincoln, Neb.; 
auditors, C. A. Nyquist, St. Paul; O. R. 
Werkmeister, Milwaukee, and H. S. 
Redkey, Muncie, Ind.; escort, R. C. 
Spriggs, Grand Forks, N. D.; sentry, 
V. W. Potter, Washington, D. C., and 
watchman, W. F. Davis, Huntington, 


W. Va. 


A.O.U.W. Minn., Holds Meet 


The A.O.U.W. of Minnesota held its 
annual meeting in Minneapolis. 





Degree of Honor Meets 


ST. PAUL—The national convention 
of Degree of Honor was held here for 
four days this week. Social service ac- 
tivities of the society were reported by 
various committees. 





Society Meets in Cincinnati 
CINCINNATI—More than 800 mem- 
bers of Protected Home Circle, Sharon, 
Pa., attended the 23rd biennial meeting 
here. S. H. Hadley, supreme president, 
presided. A dinner-dance was held. S. 
C. Abell, Dayton, and W. H. Kersker, 
Jr., Cincinnati, were chairmen of the 
convention committee. Mrs. Carl Jung, 
wife of Carl Jung, secretary of the Eden 
Park Circle, host to the convention, was 
crowned queen of the Queen City. 





Fraternals Given Free Hand 


ST. PAUL—Assistant Attorney-gen- 
eral Devitt in an opinion to the insur- 
ance department holds that it was ap- 
parently the intention of the legislature 
to give fraternals a more or less free 


hand in the use of their funds when 
authorizing them to operate on a legal 
reserve basis. He said that in so doing 
the legislature provided that no other 
provision of the fraternal beneficiary 
laws was to apply to such associations 
in the use of any funds in excess of 
those required by the mortality tables, 
except that such funds were to be used 
ve the common benefit of all the mem- 
bers. 


Michigan Bill Is Signed 

LANSING, MICH.—Governor Van 
Wagoner has signed the bill giving the 
insurance commissioner added powers to 
prohibit issuance of insurance certifi- 
cates by fraternals if he is satisfied that 
they are exceeding their powers or have 
not been carrying out their contracts 
fully. 








The engagement of Mary A. Parrott, 
Milwaukee, to Joseph Grundle, Jr., Elm 
Grove, Wis., has been announced and a 
late June wedding is planned. Mr. 
Grundle is associated with the home 
office of the Catholic Family Protective 
Life, of which his father, J. G. Grundle, 
Sr., is secretary. The senior Grundle 
was formerly for many years executive 
secretary of the Milwaukee Board and 
the Wisconsin Association of Insurance 
Agents. 





J. J. Donnellan, former Pacific Mutual 
Life district agent at Emporia, Kan., 
has been appointed special representative 
of the A. O. U. W. there. 


INDUSTRIAL 


International Union Holds 


Annual Parley in Milwaukee 


MILWAUKEE — The International 
Union of Life Insurance Agents, an in- 
dependent labor organization, held its 
fourth annual convention here with sev- 
eral hundred members from Milwaukee, 
Kenosha, Racine, La Crosse, Madison, 
Wis.; Minneapolis and St. Paul attend- 
ing. Membership is composed of indus- 
trial agents employed by the Prudential, 
Metropolitan Life and John Hancock 
Mutual Life. 

_In_ his annual report, President Mar- 
vin Jansen. said: “Collective bargaining 
is decreasing turnover among agents 
who feel entitled to salaries based on 
collection and service. The Interna- 
tional is expanding and making every 
effort to obtain recognition and_bar- 
gaining rights by consent of the com- 
panies or through the National Labor 
Relations Board.” Blackboards, con- 
tests and other “pressure” devices have 
been discontinued by superintendents 
and managers, he added, and the five- 
day week and two-week vacations have 
been gained through unionization. Mr. 
Jansen accused the Life Presidents As- 
sociation of “using its powerful influ- 
ence to control us through legislation.” 

Too great emphasis on the acquisition 
of new business was blamed for the ab- 
normal turnover of insurance agents by 
Prof. Paul Douglas, University of Chi- 
cago economist. He criticized insur- 
ance companies for accepting profits on 
lapsed policies while penalizing the 
servicing agent. He scored high pres- 
sure selling schemes and sales contests. 

Ralph Boyer, Washington, secretary 
of the AFL Ordinary & Industrial In- 
surance Agents Council, spoke. 

New officers will be elected by mail 
ballot in the next 30 days. The incum- 
bent president, M. C. Jansen, will be 
opposed by J. J. Simon, West Allis, 
Wis. The Minneapolis bid for the 1942 
convention was accepted. 


Cash in on New Policies 


The Western & Southern Life last 
year paid in death claims on industrial 
policies less than one year in force 
$345,670. This involved 1,681 policy- 
holders. In addition to this amount the 
company paid in accidental benefits an 














additional payment of $37,216. It is 
shown that 162 claims were paid on 
policies that had been in force less than 


RECORDS 


Jefferson Standard Life—The gain in 
paid business for the first five months 
of 1941 was 22 percent. The $7,310,230 
written in May was the best for that 
month since 1930. The W. H. Andrews, 
Jr., agency, Greensboro, N. C., led in 
all departments. 

Philadelphia Life—Written business 
for April and May was 10 percent 
greater than 1940. Paid for business ex- 
ceeded last year by 25 percent. 

John Hancock Mutual — Monthly 
debit ordinary writings for May 
amounted to $18,000,000, a $6,000,000 in- 
crease over 1940. 

Indianapolis Life—New business for 
May was the largest of any month for 
four years. The increase of insurance 
in force was the largest of any month 
in 1941 and brought the total in force 
to $116,618,182. The increase of in force 
for 1941 to date is 24 percent ahead of 
the increase for the first five months of 
1940. The renewal lapse ratio has been 
the lowest for the past year of any year 
in history. 

E. E. Dale, Texas agency supervisor, 
General American Life—Written busi- 
ness in Texas shows a 38 percent in- 
crease for the first five months of 1941, 
compared with the same months in 1940. 


AGENCY NEWS 


Write $231,000 for Hardy 


When W. L. Hardy, manager home 
office agency West Coast Life of San 
Francisco, returned home from the man- 
agers’ school at Sun Valley, he was 
greeted by Vice-president H. J. Stew- 
art and 24 members of his avency who 
presented him 231 roses, each represent- 
ing $1,000 of new business written dur- 
ing his absence. 























Southern Feud Under Way 
RICHMOND, VA.—The Southern 
Feud contest between the Virginia, 


North Carolina, Georgia and Tennessee 
agencies of the Northwestern Mutual 
Life got under way June 1 for the sev- 
enth consecutive year. The contest will 
continue for three months through Au- 
gust. Three leading agents from each 
agency will be entertained by their gen- 
eral agents at Virginia Beach for three 
days with a golf tournament as a spe- 
cial feature. M. J. Cleary, president, 
indicated that he will be present. 





Webster Agency Confers 


PITTSBURGH—An all-day meeting 
to gear agents to defense era activity 
was held by the Steacy E. Webster 
agency of the Provident Mutual Life 
here. W. M. Alrich of the agency, who 
led the company in paid business in 
April, was presented a plaque. 

Frank L. Duggan, president Pitts- 
burgh Chamber of Commerce, spoke at 
the luncheon. 


Other speakers were Mr. Webster, F, 
H. Williams and E. M. Aiken, super- 
visors; Henry Cooper, trust officer Peo- 
ples-Pittsburgh Trust Company; W, R, 
Furey, general agent Berkshire Life, 
and C. H. Grove. 

Mr. Webster reported the agency was 
4 percent ahead for the first five months, 


Two Michigan Bills Signed 

LANSING, MICH.—Governor Van 
Wagoner has signed the bill subjecting 
all tangible property owned by insur- 
ance companies licensed in the state to 
a property tax. Formerly it had been 
held that general exemption § was 
granted to non-Michigan companies by 
reason of their payment of a premium 
tax. The governor has signed a bill en- 
abling county road commission em- 
ployes to participate in group insurance 
programs. 








The E. D. Van Vliet ordinary agency 
of the Prudential in Newark is engaged 
in a baseball production contest with 
John Milner and Joseph Clements as 
captains. Winners will be guests of 
the losing team at a dinner. 





T. L. Powell of the Mutual Benefit 
Life’s renewal department at the home 
office has completed 35 years of service. 
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In its quarter century of 
experience Provident 
Life has steadily in- 
creased its capacity and 
enlarged its facilities to 
serve its clients through- 
out the Northwest. 

Its sound growth and 
financial stability have 
not been retarded by 
wars, epidemics or 
panics occurring dur- 
ing these twenty-five 
years of progress. 

With its traditional 
record of close relation- 
ship accorded both pol- 
icyholders and repre- 
sentatives, Provident 
Life invites your inquiry. 


PROVIDENT LIFE INSURANCE CO. 
BISMARCK, NORTH DAKOTA 
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Mortgage Cancellation 





J. C. West 
President 








Write Paul L. Temple, Agency Director, 
For Complete Details 


MISSOURI INSURANCE COMPANY 


“An Old Line Legal Reserve Life Insurance Company With 

$16,000,000 Insurance in Force” 
Home Office | 
St. Louis, Mo. 
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Eliminate Bottlenecks, Set 
Up “P.M.", Bethea Urges 





There are a great many objections 
that can be found to selling life insur- 
ance, as well as buying it, but there 
never has been a time when this busi- 
ness was easy, Osborn Bethea, New 
York general agent of Penn Mutual, 
told the Chicago Association of Life 
Underwriters at its annual meeting this 
week. Life men have to stimulate each 
other. It is up to them to eliminate 
the bottlenecks just as in national de- 
fense work; to set up “production man- 
agement” for themselves, and also priori- 
ties. He said the people of this country 
have the opportunity and privilege of 
engaging in free enterprise, and he urged 
that any of the agents who are “on 
strike” of any kind take steps to medi- 
ate their difficulties. “Let’s not picket 
our companies,” he urged. 

Mr. Bethea thus disposed of the type 
of agent whom he termed “Mr. Don’t.” 
The “Mr. Do,” he said, has vision and 
imagination; he reads, studies, analyzes 
his successes and failures. From this 
comes self-motivation. He has faith in 
himself, in the life insurance business 
and in this country. He stands for prin- 
ciple in the business and will not com- 
promise. 

Inspiration alone will not make great 
leaders, nor even ordinary success, Mr. 
Bethea said. Being a good business 
man is also a demand. Mr. Bethea 
said a great deal of prospecting is re- 
quired these days. He told of the 
methods of one.agent who before call- 
ing on a prospect made up a list of men 
whom the prospect knew. He secured 
some of these from among his own pol- 
icyholders, others from the letterhead of 
the prospect’s firm. Others were friends 
of the prospect, his doctor, dentist, busi- 
ness acquaintances, etc. 


Plan Found Very Effective 


Finally when he went to talk to the 
man he did not ask him for permission 
to use his name. Instead he said, “I’m 
going to see these people. Do you want 
to make it easier for me?” Mr. Bethea 
said this was an extremely simple but 
very effective means of securing an in- 
troduction. 

He found the cleanup sale one of the 
best packages to sell today. Most 
cleanup arrangements are inadequate 
now, he said. Everything costs more 


money. 

“Mr. Do,” according to Mr. Bethea, 
always is prepared to close; he closes 
often and closes hard. In Mr. Bethea’s 
agency there is used a simple red, white 
and blue chart which is prepared from 
information sheets that are made up in 
the first interview with a prospect show- 
ing his present insurance, needs, etc. In 
the chart the present insurance is shown 
in blue. What he wants to do is shown 
in blank and the red is the suggested 
insurance, - 


Message from A. E. Patterson 


Mr. Bethea opened his talk by read- 
ing a telegram from A. E. Patterson, 
Penn Mutual vice-president, who is go- 
ing over as vice-president of Mutual Life 
of New York and formerly was Penn 
Mutual general agent in Chicago and 
President of the Chicago association. 
Mr. Bethea said Mr. Patterson is the 
only man in the United States today who 
is vice-president of two life companies. 
_ Walter N. Hiller was elected associa- 
tion president, succeeding W. M. Houze, 
John Hancock. Mr. Hiller is a million- 
aire producer of Stumes & Loeb, gen- 
eral agents Penn Mutual, and a life 
member of the Million Dollar Round 
Table. The rest of the slate as previ- 
ously announced also was elected, J. H. 





Brennan, general agent Fidelity Mutual 
being first vice-president; Louis Behr, 
Equitable Society, second vice-president, 
and J. D. Moynahan, manager Metro- 
politan and chairman general agents and 
managers division, treasurer. 

Mr. Houze in his annual address 
praised the work of the membership 
committee headed by W. E. North, New 
York Life, assisted by R. R. Reno, 
Equitable Society agency manager, and 
P. J. McNamara, Metropolitan Life man- 
ager, as vice-chairmen. This has been 
the most active year in the association’s 
history, Mr. Houze commented, being 
especially noteworthy because of the 10 
Saturday morning forums which were 
conducted with 39 speakers and _ total 
attendance of 5,253. George L. Grimm, 
Northwestern Mutual Life, was chair- 
man of the forum. He also praised 
the legislation committee headed by 
C. B. Stumes, P. B. Hobbs, agency man- 
ager Equitable Society, and C. F. Axel- 
son, Northwestern Mutual, noting that 
the latter was in Springfield looking 
after members’ interests in the legisla- 
tive session. Mr. Houze said another 
record was set in that 337 members have 
served on the various committees in the 
last year. 

P. W. Ward, Fowler agency New 
England Mutual, was the largest indi- 
vidual producer of memberships in the 
year. The leading outlying district team 
was led by Samuel Kennison, John 
Hancock, and the leading “loop” district 
team by Jack Rawles, Reliance Life. 
Mr. McNamara was in charge of the 
teams in the outlying districts and Mr. 
Reno of those in the “loop.” The “loop” 
teams secured 247 members while those 
in the outlying district had 245. 


—— 


Surveys Problems 
Created by TD-5032 


A survey of the situation created by 
the famous Treasury ruling 5032 has 
been made by Powell E. Smith of the 
legal department of Occidental Life of 
California. This survey has for its out- 
standing factor the question, ‘Who 
Paid the Premium?” 

Consideration of the new regulations 
have resulted in suggestions that action 
such as the following be taken, Mr. 
Smith concludes: 

When a party other than insured 
pays the premiums, the‘safest rule both 
under old and new regulations, is to 
vest incidents of ownership not in in- 
sured, but in some other party, either 
the beneficiary or some person who 
would act as trustee for some one other 
than the insured. 

B. If, for good and sufficient rea- 
sons, it is thought wise to vest incidents 
of ownership in insured, merely as 
trustee, the safest way would be by 
written agreement signed by insured at 
the time when the first premium is paid, 
in which he clearly states that he is 
holding all the rights only as a trustee. 

Such a course, if backed up by 
proof that premiums were not paid by 
insured, might well result in exempting 
policy proceeds from taxation under in- 
sured’s gross estate. 

“the regulations in TD-5032 are the 
Tieasury Department’s own interpreta- 
tion of the federal estate tax law. As 
suvh they are subject to review by the 
courts. There is no way of knowing 
what the courts will do with the regu- 
lations, so it is suggested that it might 
be well to assume they will be declared 


valid, until court action proves other- 
wise.” 





First Famous Princeton 
Endowments Mature 


Representing the class of 1916 of 
Princeton University, W. H. Osborn re- 
ceived from Equitable Society two 
checks totaling $51,606 representing the 
proceeds of 245 endowment policies, ma- 
turing this month and which were taken 
out in Equitable by the class members 
at the time of their graduation as a me- 
morial to the university. 

The checks were turned over person- 
ally to Mr. Osborn by Vice-President 
William J. Graham, who represented the 
home office when the policies were writ- 
ten in June, 1916. Of the 273 policies 
taken by this graduating class, 245 ag- 
gregating $45,282 were carried to ma- 
turity. The total of these, together with 
$6,323 representing 23 policies which 
matured by death, make up the aggre- 
gate of $51,606.13. 

In addition there was a payment of 
$2,000 at the 20th reunion of the class, 
and $11,459 in dividends paid during the 
endowment period. 

The mortality among the class mem- 
bers was remarkably low during the in- 
tervening years. Ten members of the 
class lost their lives in the world war. 
With but one exception, all of the other 
policies were carried through to ma- 
turity. 


First to Use Method 


This Princeton class was the first to 
use this method of raising a substantial 
sum for their alma mater. 

During the intervening 25 years 57 of 
these Princeton boys purchased addi- 
tional insurance in Equitable for family 
protection purposes amounting to more 
than $1,300,000, with annual premiums 
of over $37,000, plus nearly $100,000 in- 
vested in single premium retirement an- 
nuities. 

The late Lawrence C. Woods, Sr., then 
assistant manager at Pittsburgh, a mem- 
ber of the class of 1891, was largely re- 
sponsible for the introduction of the 
plan; and collaborating with him at the 
time were K. Price, also of the 
Woods agency, and Mr. Graham. In 
the settlement of the policies Lawrence 
C. Woods, Jr., who is also a Princeton 
alumnus, class of 1922, has taken pride 
in the consummation of the objective 
initiated by his father a quarter of a 
century ago. 

Among the class members who took 
one of these policies was Donaldson M. 
Lake, now an associate manager for 
Equitable at Memphis, and he was pres- 
ent at Princeton when the presentation 
was made. 

The example set by the class of 1916 
was the forerunner of a number of sim- 
ilar class endowments. 


Agent Can't Limit Books 
To Trade, Librarians Hear 


While the insurance agent should 
learn all he can from books about in- 
surance, he should by no means limit 
himself to them, Joseph M. Ward, 
Phoenix Mutual Life agent, told the in- 
surance group at the Special Libraries 
association convention in Hartford. The 
agent should know something about as 
many subjects as possible. He can 
never tell when his knowledge may 
prove of value as a point of contact with 
a prospect. Just to have a man know 
insurance and not have an all-around 
development is like putting excellent 
tools in the hands of a poor tradesman. 

The insurance library should contain 
the best books of spiritual value, Mr. 
Ward said. No insurance agent can 
stand long without spiritual guidance. 
If an agent is so unfortunate as to not 








Bond Money Should Come 
from Restricted Buying 


Agents who find prospects in- 
clined to sidetrack life insurance 
for defense bonds have been fur- 
nished with a good argument to 
meet that situation by the Minne- 
sota Mutual Life. 

“It is a good idea for the pros- 
pect to save all he can in defense 
bonds. You and your company 
are patriotic and want to encour- 
age others to be so. In encour- 
aging him to buy defense stamps 
or bonds you are not suggesting 
that he do this instead of life in- 
surance. You are encouraging 
him to do so instead of high liv- 
ing, jewelry, new automobiles and 
the like. This is what Uncle Sam 
wants, to replace spending with 
saving, not to replace saving with 
saving. His campaign slogan is 
‘Serve by Saving.’ ” 








have had any religious training, the 
librarian will be doing him the greatest 
possible service by directing him to 
works of this type. 

The agent needs to read books that 
will help him keep physically up to par. 
This is especially true when he gets 
older and has to compete with younger 
men, who have more energy and physi- 
cal endurance, Mr. Ward said. 


Should Derive Inspiration 


The agent’s reading should include 
positive and inspiring books which deal 
with the lives and methods of those who 
are confident and successful. He has no 
time for those books which would drag 
him down and retard his growth by a 
defeatist attitude. 

It is generally believed that a sales- 
man should be a great talker, but there 
are far more agents who talk too much 
than not enough, without knowing what 
they are talking about, he said. The 
agent who is well read, will probably be 
familiar with the problems and the oc- 
cupational language peculiar to his pros- 
pect’s nrofession. He can accomplish a 
good deal by employing his knowledge 
to get the prospect talking about his 
problems, which is the best. sales 
strategy, Mr. Ward said. 





Give Program for Negro 
National Insurance Rally 


The program is announced for the an- 
nual meeting of the National Negro In- 
surance Association in Savannah, June 
24-27. The group will be guests of 
Guaranty Life of that city. At the open- 
ing session the evening of June 24, 
there will be a number of greetings in- 
cluding a message from Commissioner 
Parker of Georgia. The response will 
be by J. E. Smith, Domestic Life & 
Accident of Louisville, who is president 
of the association. 

W. W. Allen, president of Southern 
Life of Baltimore, will give an address, 
“The Ability of the Negro to Rise 
Above His Handicaps.” At the session 
the next morning, L. C. Blount, sec- 
retary of Great Lakes Mutual, will give 
a talk on “Preparedness, the Watch- 
word of Today.” That afternoon there 
will be a paper on “Tuberculosis, Its 
Effect on the Community and Life In- 
surance,” by Dr. A. D. Simington of 
Mobile. Dr. S. W. Smith, medical di- 
rector of Victory Mutual Life in Chi- 
cago. will give a paper, “Hynertension, 
Its Causes and Effects as it Relates to 
Life Insurance.” Dr. J. R. Nurse, 
medical director Mammoth Life & Ac- 
cident of Louisville, will give a paper 

1 “Heart Disease and Its Relation to 
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Life Insurance,” Dr. W. G. Tyson, Pil- 
grim Health & Life of Savannah, on 
“Social Diseases as They Affect the 
Community and Life Insurance,” and 
Dr. J. W. Kelso, medical director Uni- 
versal Life of Memphis, on “Infancy 
Mortality as it Relates to Life Insur- 
ance. 

There will be a panel discussion on 
“Better Preparedness through Conser- 
vation” and at the meeting of the 
agency institute there will be a round 
table discussion on “Some Factors that 
Make a Successful Agent.” 

C. L. Townes of Virginia Mutual 
3enefit Life is secretary of the associa- 
tion. 





Albert J. Thomas, agent at Daven- 
port, la., of Massachusetts Mutual Life, 
was honored by General Agent Carl Le- 
Buhn at a dinner eee his 30th 


“anniversary as an agent. Mr. Thomas 
has maintained a record of consecutive 
weekly production throughout his career 
and during his 27 years with Massa- 
chusetts Mutual his total sales aggregate 
$11,503,000. At 35, he resigned a $75 
a month job selling fruit and entered the 
life insurance business and nine months 
later refused an offer of $500 monthly. 
He has served as president of the cham- 
ber of commerce and chairman of a com- 
mittee for the reorganization of one of 
Davenport's banks. 





Davis Joins Joseph Agency 
Mortimer L. Davis, formerly associ- 
ate general agent of Manhattan Life in 
New York City and before that with 
Equitable Society, has joined the A. G. 
Joseph agency of the Home Life of 
New York as brokerage supervisor. 








NEWS ABOUT 


LIFE POLICIES: 


By JOHN H. RADER 
New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 
Digest” and “Little Gem.” 
PRICE, $5.00 and $2.50 respectively. 


Supplementing the “Unique Manual- 


Published Annually in May and March respectively. 





State Mutual Issues 
New Juvenile Form 


The State Mutual is now issuing 
juvenile insurance with waiver of pre- 
mium benefit in event of death of payor 
prior to the anniversary nearest in- 
sured’s 25th birthday. This agreement 
is available only to purchasers ages 25 
to 55 and juvenile ages 5 to 15, provid- 
ing there is a difference of at least 20 
years in the ages. In New York and 
New Jersey the agreement cannot be 
granted at ages 5 to 9. The agreement 
is written only with new insurance and 
cannot be added to policies already in 





force. Rates follow: 
Annual Premium per $1,000 
(With Payor Benefit) 
Age of 
Insured 5 7 9 11 13 15 
Whole Life 
Age of 
Payor $ $ $ $ $ $ 
*Prem. 14.50 14.44 14.72 15.19 15.73 16.31 
ee [S20 .6555 Seana dose shes 2ee er 
| ee A028 36.08 16.00. sos. crew sees 
ee 16.39 16.16 16.30 16.64 17.05 17.49 
ee 16.43 16.20 16.33 16.67 17.07 17.50 
| ee 16.48 16.24 16.36 16.70 17.09 17.52 
| Ee 16.53 16.28 16.40 16.73 17.11 17.54 
39. 16.59 16.32 16.44 16.76 17.14 17.56 
5 ee 16.65 16.37 16.48 16.79 17.17 17.58 
| 16.72 16.43 16.53 16.83 17.20 17.61 
. ee 16.80 16.50 16.59 16.88 17.24 17.64 
| eae 16.89 16.58 16.65 16.93 17.28 17.67 
ee 17.00 16.67 16.72 16.99 17.33 17.71 
BB .:5)s'%.0 17.13 16.77 16.80 17.05 17.38 17.75 
_ ee 17.97 17.47 17.39 17.55 17.78 18.06 
| ere 19.39 18.67 18.41 18.40 18.48 18.62 
20 Payment Life 
Age of 
Payor $ $ $ $ $ $ 
*Prem. a> 79 23.54 23.82 24.38 25.01 25.69 
) ee 6.24 ey ae ele eae 
BPS scm 26.39 PERO Men OB cic oe hae 
BB ccas 26.64 26.09 26.13 26.47 26.87 27.31 
5 26.71 26.14 26.18 26.51 26.90 27.34 
} BAe 26.79 26.20 26.23 26.55 26.94 27.37 
i ee 26.88 26.27 26.29 26.60 26.98 27.40 
eee 26.97 26.35 26.35 26.65 27.02 27.43 
|, ae 27.07 26.44 26.42 26.70 27.06 27.46 
Shaewee 27.18 26.54 26.50 26.76 27.11 27.50 
| Beas 27.31 26.66 26.59 26.83 27.17 27.55 
| 27.46 26.79 26.69 26.91 27.24 27.60 
| ee 27.64 26.93 26.81 27.01 27.32 27.66 
SDs sce 27.84 27.08 26.94 27.13 27.40 27.72 
Pe 29.22 28.22 27.90 27.92 28.04 28.22 
bOs%2u5 31.56 30.18 29.55 29.29 29.15 29.10 
20 Year Endowment 
Age of 
Payor 7 $ $ $ 
.13 46.48 46.31 46.38 46.50 46.62 
.88 50.72 50.09 ee goat 
7 51.12 50.42 49.99 49.61 49.24 
52.51 51.23 50.51 50.06 49.66 49.29 
52.66 51.35 50.61 50.14 49.72 49.34 
52.83 51.49 50.72 50.23 49.79 49.39 
53.02 51.65 50.84 50.33 49.87 49.45 
53.23 51.82 50.98 50.44 49.96 49.51 
53.47 52.01 51.14 50.56 50.06 49.58 
53.74 52.23 51.32 50.70 50.17 49.66 
54.05 52.48 51.52 50.86 50.30 49.75 
54.39 52.76 51.75 51.04 50.44 49.86 
54.77 53.08 52.00 51.25 50.60 49.99 
57.50 55.33 53.86 52.75 51.78 50.89 
62.14 59.21 57.06 55.36 53.86 52.48 





. *Regular premium without payor bene- 
it. 





Home Defense Form 
of Atlantic Life 


The Atlantic Life has issued a new 
home defense policy which provides a 
monthly income from the time of the 
death of the insured until he would have 
been 65 years old. In the event of death 
during the years immediately preceding 
age 65, the income will be payable for 
a few years beyond that age. The pol- 
icy is a one-year term non- participating 
renewable form. The premium is the 
same for all ages, $22.50 annually for 
each $10 monthly income unit without 
waiver of premium disability. The 
premium for waiver of premium benefits 
is scaled from 56 cents per unit at age 
20 to $1.15 per unit at age 50. The pol- 
icy has no cash, loan, paid up or ex- 
tended insurance values. Disability is 
not issued above age 50 but coverage 
goes to 60 when issued. 

The purpose of the policy is to con- 
tinue income. Proceeds are payable 
only as income except in case of death 
of the _beneficiary. The object of the 
policy is to provide additional coverage 
for a man whose present insurance 
plans provide some income for his fam- 
ily and some for his retirement but who 
now needs to increase his income to his 
family. The policy is also aimed to ap- 
peal to those who want term insurance, 
to young married men who cannot af- 
ford ordinary life, to the man who fears 
inflation and to married couples covered 
under the social security who have no 
children. When the wife is near the age 
of her husband the home defense policy 
will provide income for her until age 
65, when her social security steps in. 

To encourage the sale of the new 
policy, the Atlantic Life is paying an 
additional 5 percent commission on all 
business sold during June and July on 
applicants up to and including age 35. 





New American Reserve Policies 


American Reserve Life announces 
two new contracts, the double protector 
and maximum benefit policies. 

The first requires payments during the 
insured’s lifetime, but if death occurs be- 
fore 60, double the face amount is paid. 

The second in addition pays triple if 
accidental death occurs before 60 and 
quadruple if accidental death before 60 
is caused by auto, tractor, bus or truck. 
Premium waiver is included in this con- 
tract. 


Immediate Annuity | Rates Up 


In order to bring annuity rates into 
line with current investment returns, 
Provident Life & Accident has put into 
effect increases as of June 1 on imme- 





diate cash refund and immediate life an- 
nuity premiums. This is the first upward 
change made by the company in annuity 
rates over a five-year period. Typical 
of the new annuity rates are the fol- 
lowing: 


Immediate Cash Refund Annuity 


Price $1,000 Will 
e of $10 Purchase 
M F Monthly Monthly 
40 45 $3,049.32 $3.28 
50 55 2,654.76 3.77 
60 65 2,244.60 4.46 
70 75 1,841.16 5.43 
Immediate Life Annuity 
40 5 $2,809. 7 $3.56 
50 55 2,307.3 4.33 
60 65 1,782. 33 5.61 
70 75 1,275.24 7.84 





Continental Is Revising 
Single Premium Rates 


Continental Assurance will discon- 
tinue single premium non-par endow- 
ments July 1. 

At the same time the company is 
raising rates on single premium non-par 
life and single premium participating 
life and endowments. 

After July 1 the maximum amount 
of cash which Continental will accept 
on single premium policies is $45,000. 
This is aggregate for both new and old 
policies. 

The new cash surrender values on 
single premium non-par life will be the 
same as the present cash surrender 
values on single premium par policies. 





Metropolitan Term Dividends 
Under 1941 Scale Shown 


The new term dividends of Metro- 
politan Life under its 1941 scale were 
announced this week. Illustrative divi- 
dends for 5- and 10-year term (mini- 
mum policy being $2,500), with the cor- 
responding premium rates, at quinquen- 
nial ages are: 


5-Year Term 10-Year Term 


Age Prem. Div. Prem. Div. 

\ Aenea $ 9:36 § 5.31. $ 3:52 $ 5:47 
| RA aes 9.79 5. 50 10.01 5.67 
BN cine hotsvereve 10.3 7.80 10.71 5.92 
2 eer er 11.21 3 92 11.78 5.83 
eee 12.55 5.55 13.52 5.38 
cl Shs ee eee 14.83 4 97 16.69 4.99 
ee ee 19.00 4.51 22.23 5.10 
Rea io airs eilerscetenb 26.30 5.10 31.57 6.49 
Mrs cotescenre sree 38.51 7. 24 46.82 10.36 





65% Buy Government Policies 


About 65 percent of the army selec- 
tees at Camp Custer in Michigan are 
buying government life insurance. Of 
the first 15,700 men reaching the fort 
under selective service, about 65 percent 
have taken policies averaging $1,500 
each. 





S. E. Spencer. of the Philip C. Bake 
agency of Phoenix Mutual Life, Cincin- 
nati, has just completed seven years of 
consecutive weekly production. 

He has been with the company 26 
years having joined it after his gradua- 
tion from Yale. 





F. R. Kerman, director of public re- 
lations Pacific Mutual Life, and W. J. 
Stoessel, Los Angeles general agent Na- 
tional Life of Vermont, spent the week 
end at Palo Alto, Cal., where their sons 
were members of the graduating class at 
Leland Stanford University. 





George Lavalley, 30 years with Met- 
ropolitan Life, was given a testimonial 
party by Manager B. F. Garrity of Bur- 
lington, Vt., at Mr. Garrity’s farm. 


CALLED TO SERVICE 


Arthur Cutler of the Bruce Parsons 
agency, Mutual Benefit Life, Chicago, 
has reported to Fort Benning, Ga., 
where he will serve as an infantry first 
lieutenant. 

E. C. Danford, agency organizer in 
the Columbus branch of the Mutual Life 
of New York, is now a lieutenant in 
the 63d signal battalion at Camp Clair, 
Alexandria, La. 
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CALIFORNIA 
Carl E. Herfurth 





Barrett N. Coates 


COATES & HERFURTH 
CONSULTING ACTUARIES 


582 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 

















ILLINOIS 


DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries 
100 N. La Salle St. 

















WALTER C. GREEN 
Consulting Actuary 
Franklin 2633 
211 W. Wacker Drive, Chicago 














HARRY S. TRESSEL 
Certified Public Accountant and 
Actuary 
10 S. La Salle St, Chicago 


Associates 
olfman, A. A. I. A. Franklin 4020 


M. W 
N. A. Moscovitch, Ph. D. 
L. J. Lally 











INDIANA 





Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis—Omaha 








HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio St. 
INDIANAPOLIS, INDIANA 














NEW YORK 


Established in 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuaries 


Edward B. Fackler Robert O. Holran 
8 West 4th Street New York City 











Consulting Actuaries 
Auditors and Accountants 


S. H. and Lee J. Wolfe 


Joseph Linder 
116 John Street, New York, N. Y. 








PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARIES 


Associates 
Fred E. Swartz, C. P. A. 


E. P. Higgins 
THE BOURSE PHILADELPHIA 
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Here are shown the home office girl sponsors in connection with the President’s Month campaign of Bankers Life of Iowa. Each girl is sponsor of an agency and is assigned a 
letter, so that the entire group spells the phrase, as shown. 


WHEN FLASH BULB WENT OFF AT 
COMMISSIONERS CONVENTION: 


Roy B. Rummage, Arizona commis- 
sioner; James Beha, New York City attor- 
ney; Henry Moser, Chicago attorney; Eu- 
gene P. Berry, Michigan commissioner, 
and Charles R. Fischer, Iowa commis- 
sioner. Pictures by H. H. Fuller, deputy 
U. S. manager of Zurich. 

















AT INSURANCE COMMISSIONERS CONVENTION IN DETROIT: 
Antonio Carillo Flores, Mexico commissioner; A. C. Olshen, Oregon department actuary; A. F. Jordan, District of Columbia commissioner; J. H. Graves, Arkansas 
commissioner; James A. Gremillion, Louisiana secretary of state, and L. J. Kavanaugh, Colorado commissioner. Pictures by H. H. Fuller, deputy U. S. manager of Zurich. 














At the testimonial dinner to Dr. S. S. Huebner in New York City. Top—J. S. 
Myrick, New York City, manager Mutual Life; President L. W. Douglas of Mutual 
Life; and Holgar J. Johnson, president Institute of Life Insurance. 

Below—Nelson B. Hadley, insurance consultant and former chief of the New York 
department’s life bureau; and Vice-president George S. Van Schaick of New York Life, 
former New York insurance superintendent. 


DAKOTANS AT COMMISSIONERS MEETING: 

O. E. Erickson, North Dakota commissioner; H. E. Moen, superintendent of agents 
Midland National Life, Watertown, S. D., and George K. Burt, South Dakota commis- 
sioner. Picture by H. H. Fuller, deputy U. S. manager of Zurich. 





AT INSURANCE COMMISSIONERS ANNUAL GATHERING IN DETROIT: 





AT DETROIT MEETING OF COMMISSIONERS: 


Top—Paul F. Jones, Illinois insurance director; Ray B. Lucas, Missouri insurance 
superintendent; John B. Gontrum, Maryland commissioner. 

Below—W. L. Baldwin, president Security Life & Accident; Ralph F. Apodaca, 
New Mexico insurance superintendent; Antonio Carillo Flores, Mexico insurance com- 


Pictures by H. H. Fuller, deputy U. S. 


missioner, and Delbert Asbury, Detroit. 
manager of Zurich. 


Officers and members of the standing committee of the Northwestern Mutual Life’s 
Association of Agents who are in charge of 65th annual meeting in Milwaukee, 
July 21-23. . 

Seated—Stephen L. Klarer, secretary-treasurer Association of Agents; B. J. Stumm, 
president; Thomas A. Lauer, vice-president. j 

Standing—John A. Bellows, Adon N. Smith II, T. Westley Tuttle, chairman; Scott M. 
Burpee, Sterling L. Youngquist, members standing committee. 


J. T. Townsend, vice-president Life of Virginia; T. T. Moore, chief examiner Virginia insurance department; H. O. Chapman, secretary-treasurer Policyholders National 


Life; John J. Holmes, Montana commissioner, and Ralph H. Kastner, attorney American Life Convention. 


Pictures by H. H. Fuller, deputy U. S. manager of Zurich. 





